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Farm Man SHEPARD, one of seven employed by The First National Bank of Portland (Oregon) 


OUTSIDE FARM MEN . . . The program is paying off at the deposit window and the loan counter 
(See FARM FIELD MEN—A BANK'S MASS TEST . . . Paar 22) 
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How many of 
these 8 questions 
on check design 
can you answer? 


In a properly designed 
business check, what is 
the right position for: 


+++ customer's check number... 


.»-date of check and bank’s rout- 
ing symbol... 


++.name of person who is to re- 
ceive the amount (payee)... 


--- amount in numerals preceded by 
bold dollar sign... 


»+-amount in words... 


«»-name of account from which 
money is to be paid (drawer)... 


«s-mame and address of bank on 
which check is drawn... 


... Official signature that bank is 
authorized to honor... 


For the right answers to these questions, send for 
Hammermill’s compact idea-book, ‘BUSINESS 
CHECKS — Their Proper Planning and Design.”’ 
You'll find it a stimulating refresher. It offers 15 
examples of common time-wasting faults taken from 
checks in actual use. Then it gives the 8 Essentials 
of Good Check Design—all based on interviews 
with bankers and conforming to recommendations 
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ACME-BROWN COMPANY 
MAKEGS OF AGC PRODUCTS 


PResTow, ILL. 








of A.B. A. Remember: properly designed checks 
save time on EVERY check transaction. 

Many bankers find distribution of this book a 
tactful and simple way to persuade their customers 
to design their checks properly. Send for free copy. 


Even the best-designed bank and business checks give 
greater satisfaction on the safety paper that really pro- 
tects — Hammermill Safety. 
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Hammermill Paper Co., 1503 East Lake Road, Erie, Pa. 


” 
Please send me—free—a copy of “BUSINESS CHECKS. 


Position 
your bank letterhead) BCH-AP 








Name 
(Simply attach coupon to, or write on, 
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From Germany 


Smrs: I acknowledge receipt of your 
November, December and January issues 
of The Burroughs Clearing House. 

They immediately caught the eyes of 
various German bank officials who are 
constant visitors in my office to discuss 
banking problems in this struggling coun- 
try, with the result that they are presently 
“out on loan.” No doubt every article, as 
well as every advertisement, will be care- 
fully scrutinized. 

E. J. DrinKERT, Lt. Col., Cav., 

Finance Director, 
Office of Military Government, ~ 
Wuerttemberg-Baden 
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Mortgage Millions 


Srrs: I thought you might be interested 
in the new promotional piece, “‘Mortgage 
Millions, ’’that we sent out to some 450 of 
the leading real estate and mortgage 
brokers in the metropolitan area. The 


brochure features large mortgage loans 
that the bank has made. 








So far as I know, this is the first time 
any mutual savings bank has used a pro- 
motional effort of this kind. Its purpose, 
obviously, is to remind the brokers that 
the bank is interested in applications for 
mortgage loans of any size, and that all 
applications will receive prompt attention 
and action. 

U. C. LeGost, 

Assistant Vice-president, 
Dollar Savings Bank, 
New York 55, New York 
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Tellers’ Forum 


Strs: The old adage that “‘An ounce of 
prevention is worth a pound of cure,” is 
the moral behind our Tellers’ Forum. The 
idea came following an error in which the 
bank suffered a minor loss. 

Out-of-the-ordinary transactions, it was 
agreed, are the ones that expose tellers to 
risks, and such transactions have a way of 
occurring while a teller is trying to dispose 
of a line of customers. The purpose of the 





forum, therefore, was to discuss these infre- 
quently handled transactions. 

We have always tried to impress tellers 
with the necessity of referring to officers 
any transactions which do not fit readily 
into the rules. The Forum was not in- 
tended to develop their ability to the point 
where they can rule on all situations. It 
has broadened them to the point where 
they now refer to an officer a matter in 
which risk exists, where formerly their 
perception might not have alerted them. 

The Forum is a biweekly affair attended 
by all tellers, including the savings teller, 
and the operating officers. The writer 
prepares an agenda for discussion and 
introduces situations to launch particular 
points, In the first meeting five situations 
were set up, but the spirited questions 
following the first two consumed an hour, 
whereas the allotted time for each meeting 
is 45 minutes. 

Since the Forum’s inception we have not 
faced a single loss and our tellers are 
developing themselves to a point where 
their value to the bank is greatly enhanced. 

The meetings have also come to be a 
clearing house for information of interest 
to officers. The meetings provide new 
business prospects, opportunities to note 
customers’ progress and to investigate 
customers’ complaints. 

JosEPH P. ENRIGHT, 

Cashier and Comptroller, 
Flushing National Bank, 
Flushing, New York 
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Consumer Credit 


Srrs: You are to be complimented on 
your excellent coverage of the National 
Consumer and Installment Credit Con- 
ference, St. Louis, in your February issue. 
This has been reviewed with interest by 
all members of our time payment depart- 
ment. 

B. W. Wortey, Manager, 

Time Payment Department, 
Wachovia Bank and Trust Company, 
High Point, North Carolina 
. 


Sirs: This is to tell you how pleased 
we were with the very thorough job you 
did on our St. Louis Conference. It 
was an excellent piece of writing and 
gave complete coverage to the two and a 
half day sessions. We have heard from 
many of your readers regarding it. 

WALTER B. FRENCH, 

Deputy Manager, 
The American Bankers Association, 
New York 15, New York 
* 


Strs: The article “Consumer Credit’ 
is an unusually fine condensation of the 
A. B. A. Conference. We believe it will 
bring sound, constructive information to 
bankers throughout the nation. 

Car M. Fora, Chairman, 

Committee on Consumer Credit 
and Vice-president, 
First Wisconsin National Bank, 
Milwaukee 1, Wisconsin 
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Safe Deposit Convention 


Sirs: You may find space to announce 
the Convention of the New York State 
Safe Deposit Association which is to be 
held in New York City at the Waldorf- 
Astoria Hotel October 3 and 4. Reserva- 
tions are now being received by the 
Waldorf and requests for other informa- 
tion may be addressed to the Convention 
Chairman, 17 East 42nd Street, New York 
17, New York. 

James A. McBarn, Convention 

Publicity Chairman, and Treasurer, 
The Chase Safe Deposit Company, 
New York 15, New York 
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INFORMATION AND 
ADVICE REGARDING 
BANKS’ INVESTMENTS 
































A.timely service extended to correspondents by the Chase is the study 
and analysis of a bank’s portfolio of U. S. Government and other 
securities. 


Specific recommendations are made based upon the bank’s overall 
investment position and particular requirements. 


The experienced staff and specialized facilities long maintained 
by the Chase for reviewing investments have proved valuable to banks 
throughout the country. 


Advice and information on investments is only one of the many 
helpful services that Chase offers to its correspondents. 


Among other services to correspondent banks are: 


Issuance of commercial and traveler’s letters of credit 
Complete facilities for the safekeeping of securities 
Collection of checks, drafts and other bank documents 
Transmission of funds abroad and shipment of currency 
Information on credit standing of firms and individuals 
Participation in local loans when desired by correspondents 


Performing a wide range of incidental services 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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In the TREND of BANKING 


Ww 








Improving the Bank’s 
Personnel Relationships 


Some of the major problems that must 
be solved by bank management in the 
field of personnel 
relationships, and 
some of the pos- 
sible solutions 
worth exploring, 
were cited by Wil- 
liam Powers, A. 
B. A. deputy man- 


of Customer and 
Personnel Rela- 
tions, at the re- 
cent country bank 
conferences. His 
views, which 
aroused broad interest, tend to supple- 
ment the findings of the article on “‘Rising 
Bank Costs,” starting on page 19 of this 
issue. 

The problems. As indicative of the 
problems which must be solved by man- 
agement if satisfactory personnel relation- 
ships are to be maintained, Mr. Powers 
listed the following developments: 

i. During the past six years the steadily 
rising cost of living and keen competition 
for manpower have necessitated frequent 
upward adjustments in salary scales. 
Salaries prevailing in many banks through- 
out the country are now from 30 per cent 
to 40 per cent above those that prevailed 
in 1940. 

2. Legislation now being prepared for 
presentation to Congress contemplates in- 
creasing minimum wage requirements from 
the present 40 cents an hour to 65 cents. 
Labor organizations now active in the 
financial field are agitating for minimum 
in-hiring rates of from 80 cents to $1 an 
hour. 

3. During the war years the number of 
women bank employees rose from approxi- 
mately 65,000 to somewhere near 150,000. 
A large number of these newcomers are 
now permanent staff members and fully 
expect to receive salary considerations on 
an equal-pay-for-equal-work basis. 

4. In many: areas the five-day work 
week for bank people has strong support, 
and in several states bills calling for Satur- 
day bank closing are pending before the 
legislatures. 

5. In sections where unions are active, 
considerable publicity is being given to 
their objective of a 35-hour week, with 
time and a half pay for more than seven 
hours work in a single day, and double 
time for holiday work. 

6. With paid vacations becoming more 
common in industry, many office workers 
feel that the vacation and sick leave bene- 
fits which they have received for many 
years should now be materially increased. 

7. Working conditions—space, equip- 
ment, and other production or recreational 
facilities—have suffered because of war 
shortages and are now being objected to 
by many staff members who feel that im- 
provements are long overdue. 





WILLIAM POWERS 


ager and director . 


“Apparently the answer to many of 
these problems involves increased expendi- 
tures from earnings,” Mr. Powers ob- 
served. ‘Higher pay, shorter hours, longer 
vacations and leave periods, broader privi- 
leges, more attractive facilities for use of 
employees, greater health protection and 
old age security all add up to more expense 
for the business enterprise to carry. It is 
the responsibility of management . to 
create the earnings out of which such 
expenses can be paid.” 

Possible answers. A number of bank 
officers, Mr. Powers continued, are now 
exploring the possibilities of improving 
their personnel relations position by: 

Clearing their institutions of deadwood— 
non-productive manpower. 

Improving per capita production by use 
of modern equipment and by elimination 
or revision of inefficient or unnecessary 
operations. 

Setting up a job evaluation program that 
clarifies responsibilities and duties, and 
establishes a fair relationship between em- 
ployee service and employee remuneration. 

Following a simple but effective merit 
rating plan that assures all staff members 
a periodic review of abilities and promotion 
possibilities. 


Inaugurating more practical training 
methods that will save time and increase 
production. 

Establishing thoroughgoing training for 
supervisors in the art of getting along with 
the people upon whom the supervisors 
must depend for satisfactory production. 

Instituting customer-relations training 
programs for staff members. 
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New Developments in Bank 
and Auto Agent Plan 


New promotional efforts are being made 
to heighten public interest in the Bank 
and Agent’ Auto Plan, in conjunction with 
automobile financing. 

The bankers and insurance agents of 
Cedar Rapids, Iowa, are co-operating in 
conducting an aggressive advertising cam- 
paign on the Plan, realizing that there is 
quite an “educational” job to do, and that 
it is a joint responsibility. 

Believing that details of the campaign 
would be of interest to banks in other com- 
munities, a participating insurance com- 
pany has reproduced in a large broadside 
folder some of the newspaper ads and radio 


Los Angeles bank extensively promotes Auto Purchase Card Plan 
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5O WEARS 
of Expercence 


William Exline Inc., has been 
known for fine quality bank 
printing for many years. Today, 
as a leader in this field, we ex- 
tend our service and production 
facilities to all domestic and for- 
eign banks throughout the world. 


Manufacturers of 


e@ Savings Passbooks 

@ Loan Passbooks 

e Commercial Passbooks 

e Pocket Check Cases 

@ Personalized Check Covers 
@ Deposit Slips 

@ Passbook Envelopes 

@ Statement Sheets 

@ Machine Posting Passbooks 
e Bill Straps 

e Coin Wrappers 

e@ Pen Ruled Forms 


William 
OX LINE uc. 














1275 Ontario Street, Cleveland 13, Ohio 
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How Cedar Rapids, lowa, is being sold 


THE BANK AND AGENT AUTO PLAN 





THE FACTUAL STORY OF 


A SUCCESSFUL ADVERTISING CAMPAIGN 





Large folder, available to banks, reproduces newspaper and radio copy 


announcements which have been used. It 
also has available a number of transcribed 
spot radio announcements, each of which 
runs approximately 40 seconds leaving 
20 seconds for sponsor identification. This 
material can be obtained from R. E. 
Brown, Jr., Assistant Manager, Adver- 
tising and Publicity Department, Aetna 
Life Affiliated Companies, Hartford 15, 
Connecticut. 





PROVIDING NATION: WIDE 


CORPORAT 






ARKAIISAS - 





LOUISIANA 


$65,649,000 STATE OF ARKANSAS 


14,000,000 HOUSTON, TEXAS 








HALSEY, STUART & CO. INc. 


The Wet South Gta States 


Recent acceleration of industrial activity in the West South Central States 
gives promise of further intensive development. Halsey, Stuart & Co. Inc. has assisted 
in the activity in that area through its participation as an original underwriter in 
132 State and municipal bond issues aggregating over $365,000,000 and 


127 corporate bond issues totaling more than $1,000,000,000. 


REPRESENTATIVE ISSUES 


30,000,000 ARKANSAS POWER & LIGHT CO. 
6,250,000 CADDO PARISH, LA. SCHOOL DIST.NO.1 3%, %% «1% 

25,000,000 CENTRAL POWER AND LIGHT CO. (TEXAS) First Mtge. 314% 

27,000,000 GULF STATES UTILITIES COMPANY 


17,000,000 LOUISIANA POWER & LIGHT CO. 
35,000,900 OKLAHOMA GAS AND ELECTRIC CO, 
4,500,000 TULSA, OKLA., BOARD OF EDUCATION 


Our brochure “Providing Nation-Wide Investment Capital 1903-1946,"" will be mailed upon request. 


INVESTMENT CAPITAL 


Highway Ref. 3% « 314% 1943-1972 
First Mtge. 34% 


10-1-74 
1947-1966 

II-1-73 

First Mtge. 254% 5-1-76 
Water Rev. 444% & 2% 1947-1969 
First Mtge. 3 % 4-1-74 
First Mtge. 23/4% 2-1-75 
3% «1% 1949-1966 








Auto purchase card. Security-First 
National Bank of Los Angeles has been 
added to the growing list of banks which 
have introduced plans that enable pro- 
spective car buyers to establish financing 
arrangements well in advance. To ap- 
proved clients of insurance agents, it is 
providing Auto Purchase Cards which 
assure the availability of credit when it is 
needed. 

Special mailing folders, designed to pro- 
mote use of Auto Purchase Cards and each 
containing a self-addressed credit applica- 
tion, are being furnished to agents without 
charge. All an agent has to do is to 
address the folders, stamp and mail them. 
The detachable application form which 
prospective car buyers return to the agent 
is self-addressed, postage prepaid, and the 
fold of the application has a gummed edge 
for sealing. 

Upon receiving the credit application 
from his client, the agent forwards it to the 
bank for approval and issuance of the 
Auto Purchase Card. When the client’s 
car is ready for delivery he presents his 
““A. P.” card to any branch of the bank, 
and the purchase transaction is consum- 
mated immediately. The bank delivers 
the check for the auto insurance premiums 
to the agent whose name appears on the 
credit application. 


Sf o 


The Plea: Stop Freezing 
Interest Rates 


There is more and more discussion of 
interest rates, as opinion seems to be grow- 
ing that sooner or later the Treasury will 
unpeg or defrost the short-term rates. 

In addition to the remarks of officials on 
this important subject (see Washington 
Viewpoint), recommendations on rate poli- 
cies have come from many qualified indi- 
viduals. 

That continued freezing of interest rates 
is likely to increase the danger that our 
national debt will further dilute the money 
supply and devitalize the active forces in 
the nation’s economy, has been emphasized 
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COLLECTION SERVICE 


When banks send their checks, notes and drafts to us for 
collection they are assured of prompt and dependable 
service—twenty-four hours a day. 

Modern, high-speed machines, plus careful work by 
4 experienced personnel, insure the earliest availability of 
the proceeds of all items. 

We welcome inquiries from correspondent banks and 
others with a view to securing full benefit from mail and 
express schedules, both rail and air, and thus further expe- 
dite the handling of items forwarded to us for collection. 

You are cordially invited to visit us at your. conven- 
ience. We will be glad to show you 


how deposits are processed to insure 







maximum speed of presentation. 


BANKERS TRUST 
COMPANY xx 


Ban 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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by one of banking’s foremost economic 
spokesmen, Dr. W. Randolph Burgess, 
vice-chairman of the National City Bank 
of New York. Moreover, he contends: 

“If we freeze interest rates at their 
present levels and give them no freedom to 
fluctuate, we are throwing overboard the 
principal methods by which civilized coun- 
tries have in the past tried to prevent the 
booms and the busts of business which do 
so much damage. To freeze interest rates 
is a little like locking the policeman in the 
jail. This policeman has indeed sometimes 
made mistakes, but in other cases he has 
performed well. We ought not to lock 
him up before we find another.” 

Against ‘“‘refrosting.’’ While acknowl- 
edging that they served a purpose during 
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the war, speedy termination of emergency 
controls over the banking, credit and 
monetary structures is urged by Aubrey 
G. Lanston, vice-president of The First 
Boston Corporation. He maintains that 
the national economy is handicapped by 
what he termed the “unwritten” amend- 
ment to the Federal Reserve Act by which 
Treasury securities markets are “pegged.” 

Like Dr. Burgess, Mr. Lanston believes 
that a greater degree of elasticity in our 
currency would be desirable, and he has 
this admonition: 

“It has been suggested by recognized 
authority that we should ‘defrost’ short- 
term rates. If this means that we should 
unpeg the Treasury Bill rate, and eventu- 
ally refrost the Certificate rate at 1 per 








of any offering. 


work of 92 offices. 


discussion. 


70 PINE STREET 





Experience 


In Moving 
Blocks Of Securities 


SENSE of timing and an intimate knowledge 

of the market — these are the qualities that 

are always important in disposing of securities in 
large lots. Sometimes — in some markets — they 
are the decisive factors in determining the success 


If you are now confronted with the problem of 
selling a sizable block of securities, we think you 
will find our familiarity with secondary and special 
offerings of particular value. Our experience in 
marketing these securities for institutions, for 
estates, and for large private investors is supple- 
mented by our large distribution facilities—a net- 


If we can help you with any such problem, may 
Wwe invite you to bring it to us for confidential 


MEerRrILL LYNCH, PiERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 91 Cities 
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cent instead of % per cent, I do not think 
we could rely on this to do much of a job. 

“On the other hand, if the Federal Re- 
serve banks maintained a rediscount rate 
of 1 per cent and the Treasury were willing 
to see its Certificate borrowing costs move 
up to 1% per cent (if necessary) we would 
have measurably increased the Federal 
Reserve’s area of action. It is my judg- 
ment that, at this time and for some time, 
the open market rate for Treasury Certifi- 
cates would tend to stabilize at a point not 
materially above the rediscount rate— 
1 per cent. A number of bankers believe 
it would stay right where it is or move 
lower. The point is that the Federal 
Reserve would be able to contract credit 
more effectively under these circumstances 
than would otherwise be the case.” 
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Wire Recorder Found 
Useful in Bank 


The war-born magnetic wire recorder, 
having proved its usefulness for the Navy 
and since the war for journalistic workers, 
has multiple uses in the bank, according 
to The National Bank of Commerce of 
Seattle, Washington, where one of the first 


Recorder aids dictation by field men 


recorders to be installed in the Pacific 
Northwest was recently put into use. 

In addition to routine office uses, the 
bank expects to employ magnetic recorders 
for taking the notes of its auditors and 
other field men. Traveling representatives 
of the bank will make use of the machine, 
facilitating quick dispatch of full reports 
to their head offices. 

The recordings are made on fine stainless 
steel wire, affording a compact permanent 
file. The person dictating may make cor- 
rections, even to deleting a single word. 
The spools of wire, which record electrically 
either one or two hours of dictation, make 
possible the recording of complete con- 
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ferences, telephone’ conversations and 
speeches. 
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Paying-Receiving Costs 
and Saw-Tooth Cages 


With so many banks planning remodeling 
projects, considerable interest has been 
evidenced in “saw-tooth” cage layouts, 
with both pro and con opinions expressed. 
The institution which pioneered in this de- 
velopment and thus has the most extensive 
experience with it is The National Safety 
Bank and Trust Company of New York. 
Consequently, the views of Alexander 
Efron are. of significance, since his associ- 
ation with the bank has enabled him to 
follow the experiment at firsthand. Mr. 
Efron writes: 

“In these post-war days, banks find 
themselves competing with retail estab- 
lishments for desirable locations, and with 
trade and industry for necessary personnel. 

“With the existing or threatened need 
for further expansion, bank officials are 
therefore well aware of the dilemma posed 
by the current problem of rising paying- 
receiving tellers’ salaries and an increasing 
rental budget for lobby and ‘front area’ 
space. 

Adopted in 1941. ‘“‘One of the first 
broad strides in modern bank planning in 
the direction of economical utilization of 
space was taken six years ago by The 
National Safety Bank and Trust Company, 
when it accepted an experimental idea 
developed for it by a young architect, 
Lee Schoen. 

“The innovation was the ‘saw-tooth’ 
cage layout. It followed from Mr. Schoen’s 
assignment to provide a newly designed 
lobby that would help move depositors 
more quickly on and off the bank floor, 
with a minimum of tellers, floor guards, 
and other personnel. 

“The saw-tooth cages and their circular 
arrangement (as indicated in the lobby 
view on page 8) became one solution to 
the :problem. Under the influence of this 
design, people align themselves and move 
more quickly to and from the cages. 

“‘Moreover, completely revising the 
traditional and timeworn arrangement 
without hindering operations, the National 
Safety Bank relegated to upper or lower 
w floors, balconies, rear and other less costly 

space, departments which did not need a 
‘front’ position. 

“From these changes there emerged a 
much more functional and efficient plan. 
Five years of war use subsequently proved 
that the experiment had the full backing 
of depositors and personnel. 

“Today the original booth design for 
individual tellers has evolved into a wholly 
integrated row of tellers’ cages that are no 





} longer in a side-by-side line. With no 
l cage section at a right angle to another, no 
. portion of the bank lobby becomes ‘dead’ 


space or unusable for customers’ line for- 


mation, and there is maximum efficiency 

in handling crowds. Saw-tooth cages per- 
s mit not only some privacy for each deposi- 
t 


tor in his transactions at the teller’s booth 
but also offers continuous access to and 
egress from tellers’ windows with least 
confusion at adjoining lines. 

Compact cages. “Now a word about 
the space allotted to the teller in the new 
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Oregon Mutual Savings Bank, Portland, Oregon 


arrangement. After study it was concluded 
that the teller actually required no more 
space for his operations than a stenographer 
at her desk. Accordingly, the width of the 
teller’s cage was fixed at 43 inches and the 
depth of his work space at 24 inches. This 
space allows two compact 18-inch wide 
cash drawers, and a 25 x 17 inch cabinet 
below for stationery. A receptacle for 
checks received or cashed is attached to 


the side partition, and shelving space for 
envelopes, bill straps and other essentials 
is provided. 

“Our experience has proved the con- 
venience and efficiency of the 43-inch 
standard for cage size, and has exploded 
the theory that any more space is really 
needed. 

Customer relations. ‘There is no 
doubt that the development of the saw- 








venience... 











formance. 


Federal Reserve System 








erformance (Guaranteed 


If your banking activities extend to 
Washington, American Security and Trust 
Company can help you in transferring funds, 
or in other correspondent services. 


Like a telephone or telegraph system, we 
are always ready to serve you at your con- 
with guaranteed prompt per- 


Amerian Security & TRUST COMPANY 


Member Federal Deposit Insurance Corporation 


WASHINGTON, D. C. 
Daniel W. Bell, President 
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The National Safety Bank and Trust 
Company of New York 


Two varying “‘saw-tooth”’ cage layouts 


tooth cages is attuned to the times in 
many ways. Increased salaries and rentals, 
a possible five-day week and perhaps 
shorter hours for bank employees may bring 
the crucial question of bank expense for 
‘paying and receiving’ to the critical point 
of prohibitive costs, and a large number of 
bankers may simply have to find ingenious 
methods of saving and conserving space, 
and of making the greatest use of it. 

“If salaries of bank employees in the 
future reach the level of officers’ salaries 
of the past (and such time may be not too 
distant) how much will the customer be 
willing to pay through service charges for 
more tellers? 

“It is obvious that the question is not 
merely one of fancier or trickier bank 
architecture. It is a matter of direct cus- 
tomer policy, affecting the bank’s public 
relations in that most vital of spots, the 
customer’s pocketbook. 

“Meantime, the saw-tooth cages are 
doing a quietly useful job in an efficient 
manner,” Mr. Efron concludes. 


° 


The basic idea has recently been adopted 
in Baltimore, 


by banks Buffalo and 





Inside view of National Safety Bank's 
compact teller cage 
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At top: Solid marble exterior, highly il- 
luminated interior, of Oak Park (Illinois) 
National Bank. Below, at left: Lucas 
County Savings Bank, Toledo, with car- 
peted lobby. At right: Roswell (Texas) 
State Bank, a new institution 


Trends in bank construction 


Detroit. Perhaps the latest example is 
that of the fast-growing Oregon Mutual 
Savings Bank, Portland, Oregon, the first 
and only savings institution of its kind in 
the State. 

The bank installed a series of saw-tooth 
tellers’ cages in taking over larger quarters 
to match a steady upsurge in business 
volume. It will be noted from the interior 
view on page 8 that this type of counter 
design appears to have a special advantage 
in a comparatively narrow room, in mini- 
mizing traffic bottlenecks impeding passage 
to rear windows. 


« ° * 


Ideas for Bank Quarters 


At an incressing tempo, bank moderniza- 
tion and construction projects are being 
completed. 

One of the most interesting is that of the 
Oak Park (Illinois) National Bank, a 
$21,000,000 institution. One of its features 
is the solid marble exterior front, unpunctu- 
ated by windows. Also instantly noticea- 
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ble are the seemingly innumerable im- 
bedded fluorescent lights in the banking 
lobby. Walnut panels on walls and 
counter sides are set off by contrasting 
bright aluminum counter tops. The 
counters have no grille openings or parti- 


sees 











tions, the tellers being equipped with roll 
top desks which can be locked to protect 


currency whenever necessary. Each of 
the 15 roomy coupon booths adjoining the 
safe deposit vault not only has a light 
above the counter but also a light which 
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CapiTAL $10,000,000 





PROMPT azd EFFECTIVE 


Banks throughout the country find this in- 
stitution exceptionally willing to handle diffi- 
cult or unusual situations. You can rely on 
its thorough knowledge of New England 


business conditions for prompt action and 


‘Outstanding Strength” for 110 Years 
The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 





SURPLUS $20,000,000 
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floods the floor, flashing on automatically 
when the booth door is closed from the 
inside. This is a protection as well as a 
convenience feature, since customers in 
opening deposit boxes sometimes drop 
valuables. 

Floor carpeting. While most banks 
still use marble or asphalt tile for floors, 
there is some tendency to use rugs or 
carpeting, where an especially homelike 
or clublike atmosphere is desired. A nota- 
ble instance of this is found at the Lucas 
County Savings Bank, Toledo, where the 
entire main lobby has been carpeted as 
part of an extensive remodeling. This, 
together with major changes made in 
arrangement, lighting, air conditioning, 
decoration and acoustics, has transformed 
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what formerly was a gloomy banking room 
into one which impresses customers as 
being cheerful, airy, bright and efficient. 

Also pistured on page 9 is the at- 
tractive interior of the Roswell (Texas) 
State Bank, a new institution which opened 
in December. President of the bank is 
Roy Ward, while R. L. Downing is vice- 
president and cashier. Both formerly 
operated banks in Oklahoma. 


° ¢ ¢ 


Special Facilities for 
Merchant Depositors 


Two special conveniences for merchant 
customers have keen embodied in the new 








Sharing our knowledge of 
FOREIGN TRADE FINANCE 


The resumption of international trade has raised 
many questions about the credit instruments through 
which a large part of this trade is financed. To corre- 
spondent banks and customers transacting overseas 
business, The First National Bank offers the 
cooperation of its Foreign Banking Department. 


Officers of this department can render sound advice 
based on long experience, on credit arrangements, 
remitting funds, exchanges in foreign monies, risks 
involved in import and export transactions. 
This bank’s network of foreign banking contacts, 
developed through eighty years, enables us to offer 
unusual service in matters of foreign collections and 
remittances. In addition, information is available 
regarding the financial responsibility of business 
houses throughout the world. 


FOREIGN BANKING DEPARTMENT 


The First National Bank | 


of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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headquarters of the Walnut Park, Cali- 
fornia, branch of the Security-First Na- 
tional Bank of Los Angeles. 

One of these is a specially designated 
window for merchants and others who 
daily use their commercial accounts. This 
makes it possible for the other teller lines 
to move more rapidly. For the further 
advantage of those merchants, who have 
business each day at the bank, eight 
marked parking spaces have been provided 
at the bank’s rear entrance. These free 
parking facilities, along with the space 
for 40 other automobiles, has proved very 
popular since Walnut Park uses- parking 
meters in its business district. It is said 
that as many customers now enter through 
the rear door as from the front. 

The bank believes these features may be 
partly responsible for the bank’s gaining 
400 safe deposit customers and 441 new 
accounts during the month succeeding the 
new innovations. 


Sf Sd Sd 


Bank Construction 
in Mexico 


That there is bank construction activity 
in other countries besides the United 
States is evidenced by the accompanying 
view of the new seven-story branch erected 
by Banco de Mexico at Torreon, in the 
State of Coahuila. This is in the center of 











New branch, Banco de Mexico 


a rich cotton growing district known as 
La Laguna. 

The new structure was formally opened 
February 1 by its director general, Lic. 
Carlos Novoa, who is also president of the 
Mexican Bankers Association. The resi- 
dent manager is Alberto E. Rodriguez. 


Sd ° 4 


Bank Sponsors School 
Radio Program 


The First National Bank of Waterloo, 
New York, combines the elements of good 


* promotional technique with community 


spirit in its sponsorship of a new weekly 
radio program for its area. 

The program is called the “Junior Town 
Meeting of the Air’ and emanates from 
the stage of the Waterloo High School 
auditorium. During each half-hour show, 
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One of a series of advertisements showing the importance to American industry of the underwriting and distribution of investment securities. 


OUT OF BRINE BRAINS AND CAPITAL... 





=) 


a Congoany Sewing Grarumetable Auman Weeds 


From a small producer of bromine in 
1889 the Dow Chemical Company has 
become one of the nation’s largest pro- 
ducers of chemicals. Today Dow 
products number in the hundreds, serve 
innumerable human needs. 

Good management, continuing re- 
search and sound financing were 
required for that growth and diversifi- 
cation. In the development of its 
financial program, Smith, Barney & Co. 
has long assisted Dow Chemical Com- 
pany through underwriting and dis- 
tributing securities to provide the 
capital essential for Dow's progress 
and expansion. 


The beginning 

Brine of unusual bitterness underlies a 
large area near Midland, Michigan. To 
the salt maker of 1889 it was too full of 
impurities for salt-making. But to a 
youthful chemist of that day, Herbert H. 
Dow, it was the raw material needed for 
his new process for recovering bromines 
from saline solutions. He built a tiny 
plant—and founded the now famous 
Dow Chemical Company. 


The brine wells still flow... 


...and brine is still the important basicraw 
material of Dow Chemical Company— 
now directed by the founder’s son, Dr. 





Willard H. Dow, eminent scientist and 
administrator. Today the original few 
products of 1889 are myriad as persistent 
research sweeps back chemical frontiers: 
chlorine for organic chemicals, bromides 
for photography and for knockless gaso- 
line, chlorinated hydrocarbons for sol- 
vents, magnesium for light-weight prod- 
ucts, calcium chloride for dustless roads 
and dustless coal, plastics—these are but 
a few. New products are being constantly 
added in the many Dow plants and lab- 
oratories located throughout the country. 


Growth implemented by capital 
Capital has been required for the expan- 
sion of Dow Chemical Company from its 
small beginnings to its present position 
in the chemical field. To provide capital, 
Smith, Barney & Co. since 1936 has un- 
derwritten no less than six issues of Dow 
securities. These have provided funds for 
growth and for redemption, with savings 
to the company, of outstanding securities. 

From this combination of 
brine, brains and capital much 
has been created — Dow pro- 
vides directly more than 
13,000 jobs — products of 
Dow have been the basis 


for creation of many new industries, as 
well as the expansion of older ones, indi- 
rectly making countless other jobs to 
help build a better America. Of immeas- 
urable value are the resulting contribu- 
tions to society through products that 
have enriched our daily living and done 
much to help this nation progress to the 
world’s highest standard of living. 


Advantages to you 


The advantages derived from the rela- 
tionship between Dow Chemical Com- 
pany and Smith, Barney & Co. have been 
duplicated many times in the long history 
of this firm, and its antecedent firms. We 
are prepared to render equally valuable 
service to others. To tell you more of the 
facilities provided by our firm, we have 
prepared a booklet entitled “What Smith, 
Barney & Co. Offers You.” A copy may 
be obtained on request to Smith, Barney 
& Co., 14 Wall Street, New York 5, 
N. Y., Department P. 


Smith, Barney & Co. 


Members New York Stock Exchange 
Philadelphia 


NEW YORK Chicago 


* ONE INVESTMENT FIRM THAT CAN MEET ALL INVESTMENT REQUIREMENTS 
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WATER-BORNE 


Buffalo, one of the country’s largest inland water 
ports, offers its many industries the advantage of 
inexpensive water transportation to the eastern 


seaboard and to all points on the Great Lakes. 


Since 1850, the Marine Trust Company has had 
an active interest in the development of Buffalo's 


industry and commerce. 


Member of Federal Deposit Insurance 


Corporation 











MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 





Serving this Northern California Area 
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four representative high school students 
from Central New York State present their 
views on current issues of national or inter- 
national significance. Such subjects as 
socialized medicine, income tax reduction 
and parliamentary government have al- 
ready been discussed. Fifteen high schools 
from: towns in the area share guest honors 
at the weekly programs. 

E. H. Backus, vice-president of the First 
National Bank, is the chief originator of 
the program. He explains that the interest 
of the listening audience in the children 
and schools of the area, plus the appeal of 
each week’s discussion of current issues, 
carries the weight of commercials which 
follow each speech. The main theme of 
the commercial announcement is “farm 
financing,”’ its possibilities and how it may 
be obtained through the bank. Mr. Backus 
further emphasizes the program’s suita- 
bility when he points out that the listening 
area is practically 100 per cent rural. 


Sd S 


Trust Salesmanship | 
in Print 


“SITUATION WANTED ... Will act 
as financial secretary to busy executive, 
taking charge of all transactions, record- 
keeping, reports and tax analyses of his 
entire security portfolio . . . Salary $150 
a year.” 

This eye-catching want ad appeared in 
a box on the front page of a recent issue of 
To Have and to Hold, monthly publication 
of The Bankers Trust Company of Detroit. 

The explanatory copy which follows the 
advertisement admits that such an offer 
sounds fantastic, especially if the service 
is offered by someone with complete facili- 
ties for safekeeping, collecting, and watch- 
ing interest and dividend due dates, calls, 
redemptions, etc. 

Yet, it is pointed out, that is exactly 
what the custody or safekeeping service of 
a trust department provides—and with 
absolute safety. It is explained that the 
“salary” quoted is for custody of a port- 
folio of about $100,000 (depending on the 
types of assets, service and activity) with 
commensurately low rates for smaller or 
larger investment estates. The rest of the 
page is devoted to a further detailing of the 
advantages of a custody account. 

Which is just about the type of trust 
salesmanship in print which might be 
expected from the second vice-president 
of the Financial Advertisers Association, 
Allen Crawford, who is vice-president of 
Bankers Trust Company. 


° ¢ 


Bank Displays Stimulate 
Equipment Finance Business 


Persons coming into the corridors of 
The First National Bank of Philadelphia 
nowadays are greeted by displays like that 
shown on page 13. The bank, which has 
financed a large share of the air conditioner 
units installed in the city of Philadelphia 
during the past months, finds that such 
displays are a worth-while stimulus for such 
business. 

The bank believes the displays are es- 
pecially valuable in attracting small store- 
keepers, restaurant and tavern operators, 
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Air conditioning display, The First National Bank of Philadelphia 


The methods of financing are also explained 


and professional men, causing them to take 
the first steps in air conditioning their 
places of business. These men, the bulk 
of them regular bank depositors, find it 
convenient to learn the methods of financ- 
ing at the time when the advantages of air 
conditioning are brought to their atten- 
tion. It is an easy step when the displays 
are right in the bank corridor. 


**Visible’’ Publicity 


Something new in the way of publicity 
was obtained by Manufacturers Bank and 
Trust Company, St. Louis, when Vice- 
president Joseph F. Holland was seen as 
well as heard while he discussed “‘A Bank’s 
Place in Community Development and 
Leadership.” 
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with $150,000,000 in resources 


would like to handle your cash 
items for you... would welcome 
an account from your bank... 
would appreciate an opportunity 
to be of service to your customers 
when they come to Los Angeles 


& TRUST CO. OF LOS ANGELES 


THE BANK OF PERSONAL SERVICE 
MEMBER FEDERAL RESERVE SYSTEM & 
FEDERAL DEPOSIT INSURANCE CORP 
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BREAK THEM WITH 
A STRAIGHT PULL! 


ade of heavyweight No. 1 Colored 
Kraft, these Bill Straps are so strong 
j they will not break in a straight 


hesive for security. 


Write Today, to Dept. B 





pulll in 8 colors for quick identifi- 
cation of package. Their extra 
width —1% in.—gives ample space 
for marking and stamping. Imprint- 
ed with amounts, and gummed with 
liberal quantities of vegetable ad- 


PrREE SAMPLES 


The | the DOWNEY Company 


HANNIBAL, MISSOURI 
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Worldi Largest M fra af Coin Wrappers 
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This ° 
is our 
territory 





Serving an area larger than the 
U.S. A., the Bank of New South 
Wales offers unrivalled corre- 
spondent service through a net- 
work of over 650 branches and 
agencies in AUSTRALIA, NEW 
ZEALAND, FiJI, PAPUA and 
NEW GUINEA. 


Enquiries about trade, investment 
or travel opportunities in any of 
| these countries are invited. 





| Consult and use 


BANK OF 
NEW SOUTH WALES 


Address enquiries to :— 
British & Foreign Department 





Sydney, Australia 
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HE Royal Bank of Canada operates over 590 
branches across Canada, each branch a valu- 
able point of contact and centre of information in 
the area it serves. Our Business Development De- 
partment is a mine of information on Canadian 


trade and commerce. 


Our Credit Information 


Bureau is organized on a world-wide basis. You 
can save time and trouble by using these facilities 


to investigate trade and business opportunities in 


the Dominion for your customers. 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 
New York Agency — 68 William Street 
Norman G. Hart—Agents—Edward C. Holahan 


Branches throughout Canada and Newfoundland, in the West 
Indies, Central and South America—Offces in London and Paris 


Total assets exceed $2,000,000,000 
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Mr. Holland was interviewed on this sub- 
ject, during the course of a recent “telecast” 
over the new St. Louis television station, 
KSD-TV. There should be similar pub- 
licity opportunities in other cities, since 
these television ‘stations at the outset are 
likely to have many sustaining or educa- 
tional programs. 

During the interview, Mr. Holland ex- 
plained the community relations program 
which Manufacturers Bank is undertaking 
in St. Louis. He showed “before and 
after” pictures of the recently modernized 
quarters of the bank to illustrate how such 
an institution could provide an excellent 
focal or starting point for community 
improvement. 


* Sl ¢ 


On-the-Farm Training 
for G. I. Borrowers 


That the best guaranty that banks can 
obtain for a G. I. farm loan is-to insist that 
the veteran borrower apply for on-the-job 
training in modern farming techniques 
was the observation recently made by 
A. D. Carew, of the Veterans Administra- 
tion. 

A candidate for such training must first 
be approved by a local advisory commit- 
tee, which must also approve his proposed 
farming unit as being capable of providing 
subsistence after the customary two-year 
training program. 

A married veteran receives $90 per 
month subsistence to supplement his in- 
come while being trained. This additional 
income, Mr. Carew pointed out, permits 
the rapid reduction of loan principal to a 
safe level éven though farm prices drop 
considerably. The technical training con- 
sists of 100 hours of individual instruction 
on the farm annually, and 120 hours of 
group instruction. This helps to assure 
the lender that the operator is following 
sound farming practices. 

“The first step is the making of a farm 
survey and preparation of an annual 
budget of income and expenses,” Mr. 
Carew explained. ‘Copies of this survey 


| and budget could be requested when a loan 


| is being considered. 


Trainees are required 


| to submit monthly statements of income 
| and expenses, and I would suggest that 
| you ask for duplicate copies of such re- 


ports while the loan is in your portfolio. 
These reports may serve as a barometer 


| indicating approaching financial storm 
| clouds that may be dispersed before 
| damage occurs. 

“Unfortunately,” Mr. Carew added, 


“on-the-farm training is not available in 


| every community to worthy veterans due 
| to lack of qualified trainers or lack; of 


interest on the part of school officials.” 
He declared that bankers could help to 


| rectify this attitude on the part of school 
| administrators if such sentiment exists in 
| their communities. : 


° SJ Sf 


| New Business Idea 


Through a little folder, the La Salle 
National Bank, Chicago, makes it easy for 
customers to recommend prospective pa- 
trons, or to facilitate introductions of 
friends who may wish to contact the bank. 
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them to us. 


or both— 





B® Most of our new customers are rec- 
i  gmmended to us by present customers. 
Needless to say, we appreciate such 
“help. And, apparently, the new cus- 
tomers also appreciate your directing 


@ The purpose of this folder is to 
make it even easier for you to make 
such recommendation for others to 
sample our services. Note the two 
cards opposite; use one or the other 


@ Fill and mail the postpaid card to 
recommend a person or concern we 
should cail upon. Your name will not 
be mentioned if you so indicate. 


@ Fill and hand the smaller card to 
another friend who may wish to visit 
the bank. Bringing this little card 
may save him time in seeing the right 
officer more promptly. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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LASALLE NATIONAL BANK 
This card will introduce my friend, 





t who is interested in your service. 


YOUR NAME 








Two detachable cards in folder facilitate leads to new customers 


In addition to the introductory message 
of explanation, the folder is comprised of 
two card forms, perforated for ready 
detachment. These are shown in the illus- 
tration above. 

One is a postpaid mailing card, for rec- 


Georgia’s 159 counties. 

Facts available after a year’s experience 
indicate that farm contractors can broaden 
their services to the benefit of an even 


larger group by providing more mecha-_ 
nized equipment which it would not pay 
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SERVICE 
Maintaining an intimate, 


personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring. a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather, than 
compete for business which 
is rightfully theirs. 


PUBLIC 
~ NATIONAL 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 


8 MEMBER 
New York Clearing House Association 
Federal Deposit Insurance Corporation 


ommending an individual upon whom a 
representative of the bank could call. Space 











is provided for noting the name of the in- 





dividual, his business affiliation, and the % 





banking service likely to be of particular 
interest. 

A smaller card is a simple card of intro- 
duction, which the customer could fill out 
and give to a friend, to facilitate his seeing 
the right officer in the bank. 

The folder points out to present cus- 
tomers that such recommendations and 
introductions are appreciated both by the 
bank and apparently also by the prospec- 
tive customers. 


The Possibilities of 
Farm Contracting 


“‘Farm contracting” is a term which may 
as yet have little meaning to some country 
bankers. In the state-wide sponsorship of 
farm-contracting enterprises, the Trust 
Company of Georgia, Atlanta, has pro- 
gressed to a point which indicates the 
practicability of the plan. 

The Trust Company of Georgia and its 
affiliated banks started the program during 
1945, announcing that they would, in co- 
operation with any other banks in the 
state, finance veterans and others qualified 
in the purchase of heavy equipment for 
building terraces and ponds, digging drain- 
age ditches, clearing and general soil con- 
servation measures. These farm contrac- 
tors, in turn, were to rent their machines 
and services at reasonable rates to the 
farmer who could not economically afford 
to own such equipment. Through this 
offer, contractors now offer service in 100 of wv 
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ringing Tn the Stuer 
Aarwert of the Sea 


One of the major industries of Washing- 
ton State is its fisheries. Nature renews the 
crop from year to year, but men must em- 
ploy their strength and resources to reap 
the harvest of the “Silver Horde.” 


Commercial fishing is “big business” in 
the Pacific Northwest—whence vessels ply 
the waters of the North Pacific and Alaska 
to bring back the food fish of the sea. 


Through the years, the Seattle-First Na- 
tional Bank has been closely associated with 
the fishing industry, just as it has assisted in 
the development of many of this state’s 
basic resources and industries. 


If your plans include expansion into the 
Pacific Northwest or if you are looking for 
new fields of opportunity, our experience 
and our contacts through our 41 banking 
offices in Washington may be helpful. 


A quarterly publication of this Bank, giv- 
ing a careful review and digest of business 
and industrial conditions in the Pacific 
Northwest, will be mailed to you regularly 
upon request. 


Member F.D.1.C. 


SEATTLE-FIRST NATIONAL B 


Main Office — Seattle 
Spokane_and Eastern Division — Spokane 





Member Federal Reserve System 
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the majority of farmers to own, such as 
disc tillers, planters, combines, cultivators, 
one-man-operated hay balers and other 
man, labor and money-saving equipment. 

The possibilities are discussed in detail 
in a booklet on farm contracting recently 
issued by the Trust Company of Georgia. 
The booklet may be obtained from this 
Atlanta bank or any of its affiliates in 
Georgia. 

* * + 


Unusual G. I. Loan 


A veteran who served five years in the 
Army Air Forces is providing Mississippi 
banks and businesses with the state’s only 
armored car service, which he established 
with the help of a G. I. business loan. 

The veteran, E. C. Humphreys, Jr., 
started his protection service with the aid 








Mr. Humphreys is at left 


Example of small business financing 


of a $3,000 loan from a Jackson, Missis- 
sippi, bank. He added his own savings to 
the loan and bought enough war surplus 
armor plate and other materials to build 
two armored cars. 

Starting with four clients, his progress 
has been phenomenal. Today he services 
hundreds of accounts. His cars and armed 
guards handle deposits for business organi- 
zations, bank-to-bank shipments, delivery 
of money for Railway Express and post 
offices, and payrolls. He is equipped to 
offer customers complete paymaster service. 


¢ * 


Savings Campaign Instead 
of Loan Promotion 


The trend toward increased thrift pro- 
motion, cited in the article on ‘‘More 
Emphasis on Savings Dollars” by Fred F. 
Spellissy in the March issue, is newly 
exemplified by the current newspaper 
advertising campaign of The American 
National Bank, Nashville, Tennessee. 

One ad in the series depicts a modern 
kitchen with all the latest gadgets, another 
a well-equipped recreation room, while a 
third visualizes ‘‘a business of your own.” 

Instead of advocating the financing of 
these objectives through installment pay- 
ments, it is noteworthy that the American 
National suggests their attainment through 
regular savings. The theme topic of each 
ad is: “This could be. you .. . just ten 
short years from now.” 
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150,000 OUTGOING COLLECTIONS 
ANNUALLY... 


Each year this bank forwards to its correspondents and 
other banks over 150,000 collections. Each collection is 
sent direct to a bank in the town or city on which the 
* item is drawn. Each one represents a measure of profit, 


direct or indirect, for the receiving bank. 
MANAGING COMMITTEE 


If a banking connection on the Pacific Coast would 
GeorGE M. WALLACE, Chairman 


Chairman Beant of Dives prove useful and helpful to your bank, we invite you 


JAMES E. SHELTON CHESTER A. RUDE ; 
President Chaiteass to Open your account with us. 
Executive Committee 
L. W. CRAIG C. T. WIENKE 


"erm CECURITY-FIRST 
NATIONAL BANK esis. 


OF LOS ANGELES 


RESOURCES OVER 1% BILLIONS e123 OFFICES AND BRANCHES 


MEMBER FEDERAL RESERVE SYSTEM e MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Whatever Your Needs 
May Be 


Central Hanover is equipped to keep step 
with your correspondent banking require- 
ments — local, national or international — 


whatever your needs may be. 


Investment assistance, prompt attention to 


routine services, Cooperation in unusual 


situations. 





CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


Member Federal Deposit Insurance Corporation 
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Trend of Bank Operating Costs 


























Actual and estimated operating expenses of insured | 
commercial banks, based on data in the brochure 

“Outlook for Banking Earnings 1946-1948,” 
| published by Bankers Trust Company, New York City | 
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Discussed are two possible approaches: 1. Increasing efficiency. 2. Stepping up income 


WHAT CAN BE DONE ABOUT THEM 


Rising Bank Costs 


How can banks counteract the steady advance in operating 
expense? Here are some authoritative ideas on the problem 





VERY banker knows that in 
EK recent years the cost of operating 
a bank has risen. But there are 
at hand no statistical yardsticks by 
which the operating officer can meas- 
ure his institution’s dollars-and-cents 
results for 1946 and early 1947 against 
nationwide, regional, and size-group 
experience. 

Amazingly, it is impossible to prove 
by authoritative figures from a con- 
clusive number of banks that operating 
costs are generally rising now —much 
less to determine the total increase and 
the average rate of rise since the end 
of 1945. The reason for this statistical 
stymie is that volume of deposits re- 





A Survey By 


ARTHUR 
VAN VLISSINGEN 


mained at high levels through 1945, 
the latest year for which complete 
figures have been published as yet. 
During the war years, though dollars 
spent for operating costs rose gener- 
ally —from $1.1 billion in 1939 to $1.5 
billion in 1945 for insured commercial 
banks —in few banks did they rise as 
rapidly as deposits and gross earnings. 


Therefore, the statistics—now so old 
that they rate as history instead of 
operating information—show expense 
percentage for that period actually 
decreasing year after year. 

It is a safe guess that the 1946 
figures, when eventually compiled, will 
disclose that this trend has changed. 
Total expense, in dollars, seems to have 
continued climbing, except in the 
relatively rare banks where a sharp 
drop-off from extraordinary war ac- 
tivity permitted cutting back to pre- 
war volume. In most banks, the 
operating costs apparently keep work- 
ing upward. Outstanding in _ this 
respect are salaries and wages, occu- 
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pancy expense, stationery and sup- 
plies. A general rise in interest paid 
on time deposits seems currently to be 
getting under way. And there is little 
apparent prospect of major reductions 
in taxes and deposit insurance assess- 
ments. 7 

As a result, the Federal Reserve 
Board expects net earnings of com- 
mercial banks to decline from $860,- 
000,000 in 1946 to about $635,000,000 
this year, Chairman Marriner Eccles 
recently told members of the House 
Banking and Currency Committee. 
The earnings decline, it was explained, 
will be due to increased expenses plus 
a loss of income from Federal securi- 
ties as a result of the government’s 
debt retirement program. Bank ex- 
penses are expected to total $150,000,- 
000 above those of 1946, Mr. Eccles 
stated, and he attributed this largely 
to higher labor costs. 

The estimate of higher costs in 1947 
by Mr. Eccles tallies substantially 
with the prediction in the brochure, 
“Outlook for Banking Earnings 1946- 
1948,” published by Bankers Trust 
Company, New York City (see chart 
on page 19). This study foresees a 
$141,000,000 jump in bank costs this 
year, and a further boost of $67,000,000 
in 1948. 

How to cope with this stubborn 
trend toward increases in operating 
expenses is today’s $64 question for 
bankers. The most obvious approach 
is to try to cut expenses. Almost 
equally obvious is the other approach 
—to increase gross income, both by 
attracting new business and by step- 
ping up revenue from business already 
on the books. 

“What has happened is that banks 
have been caught between two artificial 
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forces,” says Ben E. Young, vice- 
president, National Bank of Detroit, 
who has long been a close student of 
banking costs. At one time, in the 
early thirties, he published a book on 
*‘Bank Cost Control” and today looks 
at costs from the viewpoint of manage- 
ment. “One is the artificial lowering 
of interest rates with its effect on 
earnings,” he says. “The other is the 
equally artificial raising of living costs 
with its effect on salaries and bank 
expense.” 

Despite the higher salary and wage 
level, Mr. Young is more concerned 
today with the cost involved-in the 
turnover of employees. The training 
period is expensive, he says, both in 
the direct training cost and in the low 
production that is to be expected from 
new people. If they do not remain a 
sufficient length of time the bank has 
no chance to recover these costs. 
Coupled with this is the low-produc- 
tion stage through which we are now 
passing. 


HE first part of the answer, he says, 

is obvious. It is greater stability of 
the employment rolls. This will come, 
he feels, as the result of economic 
developments which should begin to 
be felt by the latter half of the year. 
“Then,” he says, “if we will turn our 
attention toward developing a better- 
trained, more efficient personnel we 
think that we shall be on the right 
track. Even more important to us 
than the salary level is the capabilities 
of the people in our employ.” 


Another part of the answer, Mr. ° 


Young asserts, will come from further 
improvements in bank operations. 
Banking, he says, and industry too, 
have always been able to introduce 
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Report on Bank Cost Study 


ln Seventeen Country Banks in Wisconsin 
to the 


Bank Manogement Committee of the Wisconsin 
Bankers Association 


J.C GIBSON 


Associate Professor of Accounting 
University of Wisconsin 
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A basic first step to operating economies: Knowledge of costs 





better methods and short cuts as costs 
have risen. It is natural, he says, for 
these developments to come when they 
are most needed and most sought after. 

Whichever way the banker goes at 
it, his first requirement is to know 
what it costs to perform each oper- 
ation. Thus he can find the points at 
which economies are most likely to be 
effected, the services which offer the 
most profitable opportunity for pro- 
motion among old and new customers, 
and the services for which he should 
increase his price. 

The Country Bank Operations Com- 
mission of the American Bankers 
Association is now in its third year of 


_ fostering an awareness of operating 


costs among small institutions, through 
its Cost Analysis Program. George R. 
Amy, secretary of the commission, 
emphasizes repeatedly that when a 
banker knows his costs he knows his 
weak points, and then can be depended 
upon to do something to better his 
situation. 

This program in 1945, its first year, 
was restricted to banks with total 
assets under $5,000,000. Through 
their participation, more than 3,000 
such banks received individual cost 
analysis reports and individual sched- 
ules for their use in comparing them- 
selves with the other participating 
banks. In 1946 the program was 
extended to banks with assets. up to 
$7,500,000; more than 4,000 took part. 
The 1947 is limited to banks under 
$7,500,000 which did not take part in 
either previous year, and is covering 
about 700 institutions. 

Experience thus far substantiates 
the belief that knowledge of costs is a 
sure step to better operations. Mr. 
Amy points out that the banks which 
participated in 1945 showed an aver- 
age increase of 14 per cent in their 1946 
efficiency ratings, using the scale of 
efficiency which is part of this program. 
In one state where bankers have had 
this same method of cost analysis in 
use somewhat longer than the A. B. A. 
country bank program, the average 
efficiency rating among participating 
banks increased 25 per cent during 
four years. 

The Country Bank Operations Com- 
mission is, therefore, confirmed in its 
original belief that the officers of a . 
bank which continuously uses a cost 
analysis plan can be depended upon 
to do something constructive about 
operating efficiency. Now the spade- 
work has been completed. A _ sub- 
stantial number of all country bankers 
are convinced by experience that cost 
analysis is applicable to and practica- 
ble for a small institution. So the 
commission has in preparation a man- 
ual which will describe and illustrate 
the time plan of analysis advocated by 
the commission for small banks which 
are not departmentalized, a manual 
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MELVIN C. MILLER 


The article cites the views or current research of these close students of banking 


which will make it possible for such 
institutions to cost analyze their own 
banks. 

The Wisconsin Bankers Association 
has been co-operating with the School 
of Commerce of the University of 
Wisconsin, in a noteworthy study of 
the costs of providing banking services. 
It has been under the direction of J. 
Currie Gibson, associate professor of 
accounting, and two of the three 
projected bulletins in the study have 
already been issued. The first, titled 
*““A Suggested Bank Cost Procedure,” 
outlines a plan suitable for country 
banks desiring to ascertain their indi- 
vidual costs. The second bulletin, a 
“Report on Bank Cost Study in 
Seventeen Country Banks in Wiscon- 
sin,” describes in general the applica- 
tion of the recommended procedure 


in a cost survey of the 17 banks and 
reports the unit costs for each of the 
institutions, for the following: account 
maintenance, *‘on us” checks, clearing 
house checks,*transit checks, deposits. 
Sufficient information is given on the 
resources, deposits and functional earn- 
ings of each bank to permit compari- 
sons. The third bulletin, not yet 
issued, will explain in detail the depart- 
ments and methods of cost allocation 
used in the Wisconsin study to adopt 
the recommended general procedure 
to a small, non-departmentalized bank. 

Copies. of the first two bulletins are 
available, at $1 each, from the Bureau 
of Business Research and Service, 
University: of Wisconsin. 

An outstanding authority on operat- 
ing costs, J. J. Driscoll of Driscoll, 
Millet & Co., has noticed a considera- 


. 


bly increased interest in expense con- 
trol during the past six months. He 
interprets this to mean that last 
autumn bankers began feeling the in- 
crease in costs—more especially in 
salaries and wages —and were spurred 
to action by their belief that deposit 
totals and yield from loans and invest- 
ments might continue downward. 
Hence the epidemic proportions of thd 
desire among operating officers to 
learn their costs and to set about 
reducing these. 

As he sees it, when the wartime 
salary and wage stabilization controls 
were. removed, -bank pay rates stood 
in urgent need of ‘revision upward. 
Working out the details took time, and 
bank payrolls consequently were mov- 
ing upward throughout 1946. The 

See RISING BANK COSTS—Page 56 
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Mern— 


A Bank's Mass Test 


HE First National Bank of Port- 

land has enjoyed a substantial 

increase in its farm business dur- 
ing the last two years. Officers credit 
part of this increase to a staff of seven 
farm field representatives, gradually 
added to the operations staff since 
June, 1945. We believe these field 
men are establishing a trend in banking 
service. 

A $500,000,000 institution with loans 
of more than $100,000,000, the First 
National owes a substantial portion of 
its vigop and earning capacity to the 
highly diversified and flourishing agri- 
cultural industry of Oregon. Our 
operations cover all parts of the State, 
with 32 branches and nine affiliate 
banks in 41 scattered cities of Oregon, 
as well as nine branches and one 
affiliate bank in Portland, or a total of 
51 branches and affiliate Oregon banks. 

As a first step in our farm program, 
President E. B. MacNaughton and 
C. B. Stephenson, vice-president in 
charge of business extension and pub- 
lic relations, originally received bank 


R. E. DAY 


, Py 
JOHN M. RICHARDSON 


Business Extension Department, First National Bank of Portland, 
Portland, Oregon 


Starting with a test appointment of two field men 
in 1945, this state-wide Oregon bank has a present 
staff of seven farm representatives and expects to 


expand this in the future. 


The reason: It has been 


found that the program pays off in loans, deposits 


management approval for a test ap- 
pointment of two field men. 

The first to be employed was Paul 
Shepard, a resourceful farmer and a 
teacher of agriculture in Oregon’s 
high schools for years. Mr. Shepard 
was assigned to the Salem branch 
of the bank, with instructions to 
spread his service activity over two 


The Oregon farmer is receptive to ideas and appreciates thoughtful advice on 


counties. An inventor and machinist 
as well as a farmer, this dean of our 
field men began introducing labor 
saving devices which the local farmers 
could duplicate in their spare time. 
For instance, Mr. Shepard has de- 
veloped an improved rotary weed 
killer which rolls along a strawberry 
row, removing weeds without harming 
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LEWIS C. MORSE 


The field men have stirred word-of-mouth advertising, and much favorable publicity for the bank 


the plants. A flexible harrow, attached 
to a tractor, is another of his develop- 
ments. Both are shown in the illus- 
tration on the front cover. Mr. Shep- 
ard has rendered yeomen service in 
helping farmers adapt the materials 
at hand to reach a desired end. Dur- 
ing the war, when baling wire was not 
available, he devised a $2.80 attach- 


ment to hay balers which enabled the 
farmers to use spools of berry wire, 
which was available. When high feed 
costs struck the dairy industry hard 
and dairy operators without silos 
looked with envy on their neighbors 
who had silos, Mr. Shepard stepped 
into the picture and demonstrated how 
a temporary silo could be built of 


operations and financial matters, the bank’s outside representatives have discovered 


L. E. FRANCIS 


woven wire fencing and heavy building 
paper. Heavy accumulations of can- 
nery waste were available at low cost, 
and these one-year silos sprung up 
through the district like mushrooms. 

Almost simultaneously with Mr. 
Shepard’s appointment, Lewis C. 
Morse was employed to supervise the 

See FARM FIELD MEN—Page 60 
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Installment Loans 


UR search for a simple method of 
O determining monthly earnings 
on installment loans has re- 
sulted in the development of a “‘ma- 
turity control system” which is free of 
cumbersome and intricate calculations. 
At the same time it gives us accurate 
rather than approximate or average 
accrual figures. 

The use of such a simple and reliable 
accrual procedure is of special impor- 
tance to banks handling installment 
credits in volume. Simplicity means 
economy. ‘True figures are indispensa- 
ble to management’s appraisal of 
investment yield. With the current 
expansion of installment loans and the 
prospect for continued volume growth 
in the period ahead, full consideration 
of this subject would seem to be 
especially timely. 

Our procedure follows the accepted 
accounting principle in connection 
with these loans, which requires that 
discount set up in advance to cover a 
period of months should be taken into 
income only as earned. The objective 
is to accrue the income in increments 
which are proportionate to the dimin- 
ishing balances over the life of the 
loan. This is called a “diminishing 
balance” accrual. Should the “‘level’”’ 
accrual method be preferred, i. e., dis- 
regarding diminishing balances and 
accruing an equal increment each 
month, the maturity control system to 
be explained is equally advantageous 
as an accurate short cut to the desired 
figures. 


Under the bank’s maturity control plan, the unearned discount for all loans maturing in a given month is accumulated 
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Accruat Pian for 


By 
WILLIAM C. SNITJER 


Assistant Controller, American Trust Company, 
San Francisco, California © 


The requirement: An accrual method for determining 
monthly earnings on installment loans . . . one free 
of superfluous details, yet accurately reflecting the 


department’s operations. 


The bank’s solution: Its 


maturity control system for accumulating discounts 


Before describing the operation of 
the maturity control system, it seems 
advisable first to examine briefly the 
alternate methods in most common 
use, to provide a comparison with 
existing practice. 

Average interest method. The prob- 
lem of accruing earnings on install- 
ment loans has been handled by some 
banks through calculating an approxi- 
mate average interest rate which, when 
applied to total outstanding loan bal- 
ances each month, will give the 
monthly earning figure. This closely 
parallels normal loan accrual methods 
for other types of loans. The difficul- 
ties here are that an accurate accrual 
rate is difficult to obtain and actual 
discount rates charged on new loans 
fluctuate each month. Depending on 
the accuracy desired, a constant or 


periodic analysis is thus necessary. 
Needless to say, these analyses are 
complicated. 

Discount as accrual base. Many 
banks use the discount collected when 
loans are made instead of outstanding 
loan balances in computing monthly 
income on installment loans. They 
allocate discount proportionately to 
the loan balances outstanding each 
month, assuming regular payments 
will be made as scheduled, or they 
allocate discount by months evenly 
over the term of the loan. 

“*78ths” method. Thisisa commonly 
used plan of accruing discount in pro- 
portion to outstanding loan balances, 
using discount figures. Such a method 
takes as its basis the total number of 
months in the term of the loan and 
the aggregate number of monthly 
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Controller O. T. Jones, left, and J. O. Elmer, Jr., assistant vice-president, Bankloan 
Plan Department, discusssing accrual of earnings on installment loans 


“True figures are indispensable to management's appraisal of investment yield”’ 


payments outstanding over the term. 
For example, a 12 months’ loan would 
have 78 parts, or 12 monthly payments 
outstanding the first month, plus 11 
the second, plus 10 the third and so 
on to 1 at the twelfth month. The first 
month after a loan is made the accrual 
will be 12/78 of the total discount, the 
second month it will be 11/78 of the 
total, and so on to the final month 
when the discount will have been com- 
pletely transferred to income. The 
“78ths’” method is cumbersome be- 
cause it requires maintaining separate 
controls for each group of loans made, 
and only loans with a common term 
and a common rate and made in the 
same month can be carried in one 
maturity control. If the control is 
kept on discount, which eliminates 
applying rates to loan balances, then 


only discount on loans with a common 
ferm and made in the same month are 
carried in one maturity control. 

Spread sheet method. Some banks 
use still another method in which they 
spread the unearned discount on work 
sheets or list the unearned discount 
by months on each loan ledger card. 
In such cases the month’s accrual is 
obtained by accumulating that month’s 
figure from the work sheets or from 
each ledger card. The paper work 
incurred by this method is heavy, and 
thus it is impractical for volume 
operations. 

The same results obtained in the 
foregoing accrual systems are obtained 
more easily by using the maturity 
control system, which has only two 
steps. 

The first step involves accumulating 
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in one control. Illustrated here is a hypothetical accrual for October 1946, for loans maturing in 
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discount in maturity controls. Dis- 
count collected when loans are made 
is accumulated in an unearned discount 
account with controls for each month 
in which loans mature. Discount is 
thus segregated into controls accord- 
ing to the month in which the final 
loan payment is made, which is the 
same month the final increment will 
be accrued to income. 

For example, the discount on a loan 
made in October, 1946, and maturing 
in May, 1947, is credited to the balance 
in the May, 1947, unearned discount 
control. Discount on loans made in 
subsequent months but maturing in 
May, 1947, also is credited to the 
same control. It is a simple matter 
for us to accumulate daily the dis- 
count on loans made and credit it to 
the proper control. A total of the con- 
trols should at all times prove to the 
unearned discount figure on the general 
ledger. 


"THE second step in the maturity 

control system is the transfer of dis- 
count to income. This is a monthly 
transfer to income of a portion of the 
balance of unearned discount shown 
on each control. The method of calcu- 
lation in making the transfer is deter- 
mined by the bank’s accrual policy. 
When a “diminishing balance” accrual 
is used, as in our institution, discount 
is distributed in proportion to out- 
standing balances by a monthly trans- 
fer to income of an increasing per- 
centage of the balance in each control. 
When a “level”? accrual is used, dis- 
count is allocated evenly over the 
term of a loan by the transfer of a pro 
rata portion of the balance in each 
control. Suppose we examine both 
methods, particularly the former, ‘in 
more detail. 

The fraction or percentage of each 
control transferred to income monthly 
under the diminishing balance ac- 
crual is expressed. by the formula ‘“‘2 
divided by (the number of months 
to maturity plus 1)”. Let us take for 
example a 12 months’ loan payable in 

See ACCRUAL PLAN—Page 62 


four different months 
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FKorREIGN BANKING 


for Main Stre 


N avenue for new earnings is 
A opening to country banks through 

the greatest peacetime activity 
in foreign trade in history. The signs, 
are not hard to see. 

Nations are.rebuilding devastated » 
areas, reconstructing shattered indus-_ 
tries and reconverting war plants to: 
civilian needs. There is an ever widen- 
ing demand for our raw materials, 
agricultural products, machinery and 
consumer’s goods. This demand will 
continue for many years as there will 
always be a need for commodities that 
we have and others lack arid for goods 
that we can produce skillfully and 
economically. 

Our products are well known every- 
where. The armed forces and relief 
organizations carried our goods all over 
the world. People even in remote 
places became acquainted with our 
machines, vehicles, tools, appliances, 
wearing apparel, pharmaceuticals and 
foods. 

Our foreign commerce is the highest 
in our history. For the five-year 
period prior to the war our merchan- 
dise trade with foreign countries aver- 
aged about $5 billion perannum. Dur- 
ing 1946 our exports and imports 
amounted to approximately $15 bil- 
lion. It is estimated that this busi- 
ness will reach a total of $17 billion in 
1947 —$6 billion in imports and $11 
billion in exports. 

In the war years our industry was 
decentralized. Production centers 
were created throughout the country 
and a great number of our industrial 
enterprises are now located in inland 
areas. In reconverting to peacetime 
activity, many of our manufacturers 
are making provisions for foreign out- 
lets. The number of exporters and 
importers is growing rapidly. 

The war has impoverished the people 
of Europe and most of them are in 
need of assistance. Millions of dollars 
are being sent by Americans to their 
kin overseas. According to the 1940 
Census approximately twenty-three 
million persons of foreign or mixed 
parentage and eleven million born in 
other countries, reside in the United 
States. In the ten years following the 
last war benevolent remittances to 
foreign countries amounted to four 


i 
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By 
A. M. STRONG 


Vice-president, American National Bank and Trust Company of Chicago, 
Chicago 90, Illinois 


Whereas the demand for foreign banking service was 
once confined largely to the big banks, it is today 
reaching down to many smaller institutions, and the 


writer explains what his department does to assist 
country banks in capitalizing on this opportunity 
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Schedule of cable and airgram charges 
continued 


AMERICAN NATIONAL BANK 
AND TRUST COMPANY 

































Coun: or Cable 
of Chicago ountrice Radio Airgnm Countries Redlo Aire 
ba Gree CURERY Oy: WAmnErON Settee AM US WO cis IS 8S 
FOREIGN DEPARTMENT oom sg Le e tog SS oar ¢oualaten aks 215 25 
TEXEPHONE FRANKLIN 9209 Te .cTrpewniter C G 438 Barbados. . ; : at Las 10 a 1.60 15 


Belgian Congo. vs oe 


SCHEDULE OF SERVICE CHARGES 
Remittances in Foreign Currency 





DRAFTS MAIL and CABLE EUS 
enbaks,. We Cherse we Wo Chases cetir.. eB ‘ a wD b duno aance 
$10 or fess. .........6-0--0-- $ = Ra aes $ 40 $2.......$ 2 Chile. eee : Martinique 1.85 
Over $10 to $100............. 25....-6- 50 ee 1,00 China--Shanghai oe : Mexico... 225 05 
Over $100 to $500............ - > ‘scene 1.00 p eee. teeeee & 25 New Zealand......... 2.75 
Over $500... 0... cece eee ee No Charge No Charge ve See ae istic 
— Bias drew Mecwectihen 
Remittances in Dollars 
Payable at destination in local currency 
re thins SPREE 
wil Romie Sonu PEE 
a ey (Remtdor... 2... 
RNIN ic ccancscsicessccvacdstevsdvesyes $ .20 $. 
Over $10 to $100... .... 2... cece Ya%—Min, 25 Ya%—Min. 50 
Over $100 to $500... .........-. cee Yym%—Min. 50 %y~%—Min. 1.00 
Over $500 to $5,000. ..........-.4.6 4e%—Min. 1.25 Yeq—Min. 250 ecw ea Savor... 
MAIL and CABLE =ss@s“FFifiland.............. 185) = 15 South Africa 
Banks WecCharge fm [fance.......... 
‘Will Remit Customer 
RI aii sine 50k. 5 ohne davinees des canes $ 50 : $1.00 Sibrotter.............275 15 Sweden... 
Over $10 to $500... 2... eee ce ees Va%—Min, 75 Ya%—Min. 1.50 FR Greece,.............. 185 15 Switzeriand. 
Over $500 to $5,000. .............. Ye%—Min. 1.25 Ye%—Min. 2.50 ee 


When orders are transmitted by Cable or Alrgram, please 
PR be yp at harges shown below. 


Schedule of cable and airgram charges: 











REMITTANCE RATES . . 


. Schedule of service fees, transmitting charges 











THE BURROUGHS CLEARING HOUSE—April, 1947 ese 27 













































APPLICATION FOR COMMMRCIAL CREDtT ation: ae ‘To American Narionat Bank Anp Trust Company or Cxicaco 











> 2 'OREIGN DEPARTMENT . 
“ toverinah' 12,9 6 r -aegmaras coe 
we for 3 collection 4, documents 2 mall 
MERCANTILE NATIONAL BANK OF HAMMOND ¢ enclose for [i Giscount the following wn hinliy Seema et ate 
HAMMOND, INDIANA subject to instructions marked “X” 
Gentlemen: Date of Draft and No. Tenor Drawn by Drawn on Amount | 
b] ; : 2-24-47 - No.201 Sight Trading Company of Charles R. Seyes US$1, 280.00 
Please establish bonis. =a through your agent an irrevocable Letter of Credit as follows: yee “pln <r oi ey $$ 
in favor of _Sanoliand Alessio, Rome, Ltal 




















The following documents are attached to the drafts. 








for account of_Import Trading-Company, Hammond, Indiana |, _Baleof Ladiog | Caheular tnv.| Cere.of Origin | Ineve.Cercifa | Comm.Tawoiees | 
eee . Sgr Leta LR a I 2 | L | | 
up to the aggregate amount of _US$7,500 if pe ees ta Buses c's Custom copie: 





PLEASE INSTRUCT YOUR CORRESPONDENT TO: 


DeLIver DocumENTs AGaINeT Ei] payuewr. [] accerrance. memit pune BY LC] came. Gaim wan. Cl) onormamy mar. 
PRESENT DRAFT ON 6 necerer. CO) anmivan oF coos. © w eeoussres, renurr imerecrion oF 
ACCEPTED DRAFT 16 TO BE: DD nero ron 
N CASE OF ENT OR NON. 


available by drafts at....sight. drawn on you, your agent or its correspondents 
for.....100_.% invoice value of....musical instruments. es 
(Please mention commodity only, omitting details se to grade, quality, price, ere.) 


shipped from J Italy : . to... New York 








at warunirr. RETURNED TO US. 





KX) novo omarre Panoiwe oun C1 neronn onarre vo us. 

BILL STAMPS AND ALL COLLECTION EXPENSEN ARE TO BE BORE BY: Ei) onawee. C) ounsecves. C) warve chanone IF REFUSED BY DRAWEE, 
PROTEST FOR: DO NOT PROTEST FoR: 
cams apvice or: [) ravwerr, Clwomeavwanr. C) accermnce. 0 





Drafts to be drawn and negotiated on or before....Pebruary 15, 2947 00008 











ance. Ei) po wor IncuR CABLE ExPenex. 
IN CASE OF NEED neren vo_As Lopez, Manile, Philippine. Islands 9¢ 0 


DOCUMENTS REQUIRED: 
Full set negotiable om board ocean Bills of Lading to order 3f shipper, 
onder sed in blank 





CF wnose mernuctions wirw RECARO TO THIe DRAFT (AND DOCUMENTS, 1 ANY) YOU ARE AUTHOMZED fo PoLLow. 


Z sen ia or your agent marked notify ourselves. wo wnt enoervon To OBTAIN THE HONORING OF DRAFT AS ORAWH. 











* . 5 ss 4 ~*~ 
Consular Invoice..in_duplicate (Commercial Invoice. in duplicate me P . 
to specify — eS Tr i a eg Rares : 
Insurance Certificate covering...not required site 
(Please stave risks to be covered) 

Other documents __none_ PRI Bese E YS OE £ aes sree 

(1 special documents are required, please staue name of company to > It is understood and agreed that in receiving items for presentation or collection act as agent and assume ity beyond 

ee the emation oF Sue wasn 56 Sik Seteetion of Ceeeeentes ot quent, You are not acibh ray ok gre Sagem hag or insolvency 


Please instruct the negotiating bank to forward to. American Forwarding Company, New York  _ 
or your agent one negotiable...ocean Bill of Lading, Consular Invoice, .27¢ commercial invoice _ 


It is wi and agreed that any interest and any commissions chargeable shall be by us upon demand and that any expenses, 
Insurance to be effected by.us, through U.S.Insurance Compeny _ collection charges, taxes, customs duties, port fees, Merny Prong nen ragdl ot Ata! eecbeapieme hor by you or 
(Hf elected other than by shipper, insurance company) your agents or sub-agents in the ing or return, enpaid or otherwise, of the above or any other items, or the documents 
attached 0 or the merchandise thereby (i therein any sums which or your agents or sub-agents as declarants or other- 
SPECIAL INSTRUCTIONS ‘wise, may be ed by the laws of any country to pay, whether such payment is at, prior or subsequent to the time of declaration) 
shall be for our account, and upon payment thereof cocrecpendeate, agent, oF eebvegaats, we shell upen jemand 

you efor regardless of the state of collection. 


Te is further understood and that when drafts or other items discounted or taken by you 
discounting or taking as collateral be in reliance upon our endorsement upon said drafts or items and may 
cable advice at our expense of non-acceptance and non-payment notwithstanding any instructions contained to ry, 
your agents to insure goods after arrival against loss by and any other risk, and any expenses so incurred shall be borne by us. 


Yours very truly, 


ne February 2d, aaa TRADING COMPBMY OF CHICAG 
sm LALA 
Form 949- Rev. 8.46—$000 


IMPORTS . . . Letter of Credit for payments abroad EXPORTS . . . Form for specifying foreign collection procedure 


Name and address of Customs Broker.Amer ican. Forwarding Company, 1000 Pearl Street, New-York, 


SIGNATURE 


“President 




















development. They realize that they 




















must meet the requirements of their 
NORTHWEST NATIONAL BANK OF CHICAGO — customers and extend the needed facil- 
CHICAGO, ILLINOIS ities, but at the same time they feel 
CUSTOMERS’ RECEIPT Ne 22121 hora hag are not prepared for this 
February 10 ere A banker in a small midwestern 
om iste seciaine eiciot town said to me, “Several of our 
CAmount in Words, Foreign Currency or Dollars) mo manufacturers are now making ship- 
TO BE REMITTED TO___MARLA PAOLI ____ By ments abroad, they need foreign bank- 
exe semaiet ict CL] CL] ing services but we haven’t the knowl- 
(Print or Typewrite Full Address) ee ee edge or the personnel to handle the 
MILAN, ITALY 





business. As a matter of fact, one of 
the manufacturers is on our board. 
We don’t like to see him or any of our 
customers go elsewhere. We must do 
something about it.” 





NOT NEGOTIABLE 























$60.90 _@ ___s 60.00. ‘‘We have many persons of foreign 

Remi LUIGI PAOLI EK NE origin i r city,” said anothe 

fae i conan ee Ei igin in our city, r 

A . , Air Mail Charges... $15. banker. Most of them came here 
CHICAGO, TLLINOTS. TOTAL._.__ 9 61/65 


from other localities during the war 
when the new factories were built. 
They ask us to send money to foreign 
REMITTANCE RECEIPT . . . In triplicate, it provides all needed records countries. Some of them import goods 
from the old country. We are not 

equipped to handle this business.” 
billion eight hundred and fifty million obtain payment for shipments, and I have also met other bankers who 
dollars. '* how to finance these transactions. are not aware of the: foreign trade 
Bankers all over the country are They are asked to negotiate drafts potentialities in their locality. The 
being called upon to render interna- under Export Letters of Credit, to president of a bank in a Wisconsin 
tional banking services and to furnish handle foreign collections, to send town was quite certain that there was 
information and advice with regard to money abroad and to perform many no such business in his community. 
foreign business. They are being asked other functions. “We have some new factories,” he 
where goods can be sold or purchased I have met many country bankers told me, “built during the war, but I 
in foreign markets, how to pay or to who are concerned about this new doubt that they are doing foreign 
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MR. STRONG, left, reviews foreign trade material with W. B. LENNAN, cashier, Northwest National Bank of Chicago 


Standard forms, simplified procedures, have been developed. for various types of foreign transactions 


business. I cannot think of any of our 
customers who would be interested in 
imports or exports.” 

I was ready to take my leave when 
an official of the bank approached the 
president with a letter in his hand and 
said, ““Mr. Jones would like us to 
handle this transaction. Can we do 
it?” The president read the letter 
and said, ““Perhaps you can help us.” 
The letter was an agreement for the 
purchase of leather goods in Argentina. 
The president remarked, “We are 
evidently overlooking business oppor- 
tunities. How do we go about estab- 
lishing this service?” 

We have been asked repeatedly 
whether a small bank can extend the 
facilities required in foreign trade, 
what a bank must do to render such 
services, whether it involves the estab- 
lishment of accounts in foreign coun- 
tries, whether it is necessary to set up 
a special department, incur a sub- 
stantial outlay of funds, and whether 
it involves unusual risks. 

It became obvious to me after visit- 
ing many country banks that the 
development of foreign banking on 
Main Street depends upon the under- 
standing that foreign trade is not a 
hazardous or complicated business, 
that a small bank can attend to the 
financial aspects of exports and im- 


ports, sell or buy foreign exchange for. 


its customers and forward payments 
to other countries through domestic 
banks that specialize in extending this 
type of service. 

It also became obvious to us that 
the service must be made as simple as 
possible, and rendered in such a man- 
ner that any employee of a small bank 
could be instructed in the basic proce- 


dure in a short time. The forms and 
operation must not be complicated or 
involved. It is necessary to assist the 
country bank in the development of 
foreign transactions since executive 
officers of small banks cannot devote 
much time to this business. 

In our case, we have tried to simplify 
the whole program by designing stand- 
ard forms for each type of transaction. 
These were designed so that they can 
be imprinted with the name of the 
bank using them and have been distrib- 
uted to the small banks that we serve. 
The forms, which are now a regular 
part of many inland banks’ stationery, 
make it a simple matter for them to 
initiate the financing, collections and re- 
mittances necessary for their customers’ 
participation in foreign business. 


WE are well along in our program 
and are now handling the business 
of many banks through the medium of 
these forms, transacting the business 
through established channels. Last 
November, we called our remittance 
facilities to the attention of 3,500 
banks by a detailed, introductory letter. 
Parts of this letter are quoted here as 
a further explanation of our methods. 
“, . . It is not necessary for any 
bank to establish costly and elaborate 
arrangements with foreign countries to 
render a remittance service. Banks 
can extend complete foreign remit- 
tance facilities to their customers 
through the medium of the American 
National Bank and Trust Company of 
Chicago. We maintain arrangements 
with the leading banks of the world 
for the payment of funds to individuals 
and others in the remotest places of 
the globe. 


“Instructions to foreign banks are 
forwarded. by us direct from Chicago 
by mail, air mail or cable, depending 
upon the requirements of the remitter. 
A receipt signed by the beneficiary is 
as a rule obtained and returned to the 
originating bank. When the payment 
cannot be effected, the dollars trans- 
mitted are returned to the remitter. 
Our charges are reasonable. The fee 
to the bank’s customer is commensu- 
rate with the detailed work involved. 
The remitting bank retains half of the 
charge. 

“Our bank renders a complete serv- 
ice; that is, we furnish the necessary 
forms and suggest methods for the 
development of the business. Our 
methods and forms are very simple. 
Only one form for mail, air mail and 
cable payments, which consists of a 
receipt for your customer, with your 
name imprinted, an advice to us and 
your office record. The entire transac- 
tion is made in one operation. There 
is no letter writing and no special 
advices. 

“We furnish you with a card about 
one-third the size of a letterhead, 
which contains the schedule of service 
charges, and cable and air mail rates 
for ninety-two countries. Hardly any 
country to which remittances are for- 
warded is left out; on the other hand 
the schedule is not cluttered up with 
remote places to which remittances 
are rarely made. This is all you need 
in using our service—a receipt form 
and a rate card. No books to read, no 
complicated instructions. Our arrange- 
ments are so simple that any one of 
your clerks can learn in a few minutes 
how to handle foreign remittances. 

See FOREIGN BANKING—Page 58 
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ADAPTABILITY AND KNOW-HOW 
MUST GO TOGETHER 


Business, industrial and professional success in America, 
in general, and in Detroit, in particular, has been built 


and has prospered on its adaptability. 


Know-how is important, vitally important, in banking 
as in production, but know-how without adaptability can 


be as. misleading as adaptability without know-how. 


Many factors have been responsible for the increasing 
success and leadership of this bank. One of the most 
important factors has been our ability to adapt our 
policies and our resources to changing conditions, that 
we may, in the fullest possible sense, continue to be 
aggressive, thoroughly informed, business allies to our 


constantly increasing number of customers. 


NATIONAL BANK OF DETROIT 


DETROIT, MICHIGAN 


Complete Banking and Trust Service 
30 BANKING OFFICES 


Member Federal Deposit Insurance Corporation 


In writing to advertisers please mention The Burroughs Clearing House 





| 
| 


“Size isn’t everything, you know” 


It’s not hard to handle the big fellows 
—when you have the proper equip- 
ment or co-operation. 

Our Correspondents, for instance, 
can handle the larger and more com- 
plicated loans by having The Pennsyl- 
vania Company arrange the details of 
financing with them. Then the corre- 
spondent bank participates in as large 
a share of the loan as its resources 
warrant. 

Another thing: Our Correspondents 
like the speed with which we handle 
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transit items, and our use of air mail 
for check collection purposes. And 
whenever they are in Philadelphia, 
our Correspondents use our offices as 
their headquarters. 


As a large bank, and as one of the 
nation’s oldest and largest trust com- 
panies, there are many other ways in 
which we can help our Correspondents. 
Next time you’re in town, drop in and 
see us. Or, if you’d rather, drop us a 
line. The address is 15th and Chestnut 
Streets, Philadelphia 1, Pa. 


THE 
PENNSYLVANIA 
COMPANY 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM . 


for Banking and Trusts 


FOUNDED 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 
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WASHINGTON VIEWPOINT 
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By N. 


G. I. Mortgage Loans 


A reduction in G. I. mortgage loans 
going through commercial banks is 
attributed to large absorption of this 
type of investment during the early 
days of the act. Some of the smaller 
banks have reduced their acquisition 
of such loans on the theory that it 
endangers their liquidity. 

As to the amount of such loans they 
have absorbed, no data is available 
either at the American Bankers Associ- 
ation or at the Veterans Administra- 
tion. 

To allay concern about liquidity, 
the Reconstruction Finance Corpora- 
tion has set up a secondary mortgage 
market for G. I. loans, but it has not 
absorbed a large quantity. It is esti- 
mated that not more than $18,000,000 
of these secondary loans have been 
absorbed by the RFC since last August 
when the plan went into effect, as 
compared with a total of $3,500,000,- 
000 G. I. mortgage loans of all types 
outstanding. 

Data prepared by the Veterans 
Administration shows that as of Febru- 
ary 25, 1947, a total of 685,412 loans 
have been approved, consisting of 
604,934 home loans, 24,549 farm loans 
and 55,929 business loans. 

Of total loans approved, defaults in 
all categories as of February 25, 1947, 
total 3,643, consisting of 1,707 home, 
140 farm and 1,796 business loans. 

The Veterans Administration mean- 
while has embarked on a campaign to 
show commercial banks that it is not 
an absolute necessity for banks to 
demand down payment on G. I. loans. 

Discussing this phase of the prob- 
lem, T. B. King, director of the loan 
guarantee service of the Veterans 
Administration, said: 

“|... there is a growing practice 
among lenders which is giving us con- 
siderable concern —that is the practice 
of making it mandatory for a veteran 
to pay down 5 per cent or 10 per cent 
on the purchase price. Now I rec- 
ognize fully that it is a helpful factor 
in urban mortgage lending to have 
the mortgagor put his own cash into 
the deal. That is indisputable. At 
the same time I do not want to attempt 
to tell you what you should do about 
lending other people’s money or how 
you should do it. I merely want to 
point out to you that where you are 
making that requirement mandatory 
as to every case, or even in a great 


bulk of cases, you by that action are 
legislating, because you are defeating 
the primary tenet of the existing legis- 


P. GREGORY, Washington Correspondent 


lation which was and is that the 
home-coming veteran should be able 
to finance the entire purchase price or 











We're working hard to give you 
more and better telephone service 
than ever before. 

In the last year, we have added 
54,000 telephone operators; also 
26,000 service representatives, secre- 
taries, clerks, stenographers, typists 
and manufacturing employees. 

These are just the figures for 
women. We have also increased our 
employees by 70,c0o0 men — most 
of them war veterans. 


BELL TELEPHONE SYSTEM 


Yet in spite of record figures on 
employment, manufacturing and 
installations, we are greatly con- 
cerned that there are still more than 
2,000,000 people waiting for tele- 
phone service and many who are 
not getting the kind of service they 
want. 

We want you to know that we 
are doing our level best to catch up 
with every telephone need of every- 
body — everywhere. 
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TECTION PAYS OFF 


IN PEACE-OF-MIND SECURITY! 


...and your insurance agent or broker 


, is your best source 


If this were to happen on your 
property now ... would you be 
prepared . . . or worried over a 
probable lawsuit involving high 
medical expense and difficult set- 
tlement negotiations? 


Certainly, the foresighted house- 
holder is protected against such 
accident claims. Your experienced 
local insurance agent or broker is 
your best source for a_ policy 
tailored to your specific require- 
ments. Should an accident occur 
on or off your premises, he auto- 
matically places at your disposal 
the best service to settle claims 
promptly and expertly without 
loss of time or money to you. 





for this protection 


Moreover, he knows he can recom- 
mend our Comprehensive Personal 
Liability for two important rea- 
sons. First, he knows us well, for 
our protection and service is 
offered only through brokers and 
agents throughout the country. 
Second, he knows the Policy; how 
it provides $10,000 worth of pro- 
tection for each occurrence at a 
cost of less than three cents a day, 
plus medical payments up to $250 
for each person injured. Higher 
protection, if desired, costs very 
little more. Call our agent or your 
own broker today and join the 
ever-growing throng of house- 
holders now enjoying peace-of- 
mind security! 
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construction cost of the home in which 
he is resuming civilian life with his 
family. I merely point out that 
where you take action that causes 
existing legislation to fail in its pur- 
pose, you impel, in fact, you virtually 
compel new legislation. I just want 
to make sure that point is brought to 
your attention so that you can think 
it over.” 

As an example of the lack of need 
for a down payment, Mr. King offers 
the following: 

A lender makes a $10,000 loan for 
100 per cent of the appraised value; 
20-year amortization; guaranteed for 
$4,000 or 40 per cent. The price or 
value of the property is reasonable 
under existing conditions. Assuming 
the veteran paid his current install- 
ments to year-end, the security would 
have to decline 42 per cent in value 
at the end of the first year or 53 per 
cent at the end of the sixth year before 
the lender would incur a loss. 


S ° ° 


Bond-A-Month Plan 


One of the most gratifying develop- 
ments in the Federal Government’s 
fiscal picture is the continued interest 
evinced by small investors in Series E, 
F and G bonds. So far this year, sales 
of these three classifications have sur- 
passed the $2,000,000,000 mark. 

At the same point in 1946 sales were 
$1,861,495,000, which included a $300,- 
000,000 carry-over into January, 1946, 
of Victory Loan sales made too late in 
1945 to get into the Treasury report 
for December. 

Redemptions of Series E, F and G 
bonds through March 14 were $980,- 
658,000, or 32.6 per cent less than 
they were in the same period last 
year, when they totaled $1,314,721,000 
at this point. E bond redemptions 
were $808,596,000, or 38.5 per cent 
under those of the corresponding 
period in 1946, which totaled $1,454,- 
590,000. 

March was the month of the heaviest 
E bond redemptions in 1946. In the 
first 14 days of March, 1947, E bond 
redemptions were $176,000,000, against 
$282,000,000 for the same number of 
March days last year, or 62.4 per 
cent as much. 

Coincident with the excellent record 
set by the Savings Bonds Division of 
the Treasury, Secretary John W. 
Snyder invited all banks to participate 
in.a Bond-A-Month Plan for systematic 
investment in savings bonds by deposi- 
tors through monthly deduction from 
checking accounts. 

The Secretary announced the plan 
officially at a national savings bond 
conference in the Hotel Statler, Wash- 
ington, attended by bankers and sav- 
ings bond committee chairmen and 
directors from the 48 states. The plan 
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Big, Roomy 11-cu.-ft. Capacity 
Outstanding Beauty, Performance, Economy 


INTERNATIONAL 
HARVESTER 
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FIRST OFF THE LINE 


The Great pp) 
YY 








All steel...smooth, trim styling... 
Dulux finish over Bonderite ... fiber 
glass insulation, hermetically sealed. 
Finger tip controlled, floating lid stays 
at any angle. Silent, hermetically- 
sealed unit... five year warranty. 
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INTERNATIONAL HARVESTER 


FREEZER 


FIRST MEMBER of the big, complete 
line of International Harvester Re- 
frigerators and Freezers. Production 
at the new Evansville plant is well 
under way and improving steadily 
each day. 


Other models will follow fast... 
each an outstanding leader in its class 
... expertly engineered, skillfully de- 
signed, with features that will win 
immediate public favor. 


It’sa great, new product, too, to add 
to the well-known IH list—tractors, 
farm equipment and motor trucks— 
that is already being financed by lo- 
cal banks. We feel that the many 
banks now familiar with this financ- 
ing will welcome the opportunity for 
loans possible in the International 
Harvester Refrigeration line. 


INTERNATIONAL HARVESTER COMPANY 


180 North Michigan Avenue 


Chicago 1, Illinois 
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Many banks now advise customers to carry American 
Credit Insurance. ‘Some insist on this added pro- 
tection in granting commercial loans. “CREDIT 
LOSS CONTROL” . . . a timely book . . . contains 
important facts and figures that you need. For a 
copy address: American Credit Indemnity Company 
of New York, Dept. 49, Baltimore 2, Maryland. 


GA BD?PPAR Ae 


PRESIDENT 


American 
ar In Credit Insurance 
ANY 


oF New Yor: Guarantees Payment 
REE) GI of Accounts Receivable 


| 54" Your. 
AMERICAN 
CREDIT INDEMNITY 





OFFICES IN PRINCIPAL CITIES OF UNITED STATES AND CANADA 
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will be ready for operation in most 
banks by June 1. 

The plan was described by banking 
leaders speaking at the conference as 


_a boon to small business firms and 


their employees, professional and other 
self-employed persons, farmers and all 
other bank depositors to whom the 
payroll savings plan is not available. 
It was called the “most promising 
plan for spreading the national debt 
among non-bank investors since the 
adoption of the payroll savings plan 
in 1941.” 

Speakers endorsing the Bond-A- 
Month Plan, included Undersecretary 
of the Treasury A. L. M. Wiggins; 
Robert M. Hanes, president, Wachovia 
Bank and Trust Co., Winston-Salem, 
North Carolina, and C. W. Bailey, 
president, First National Bank of 
Clarksville, Tennessee, and president 
of the American Bankers Association. 

Other speakers were W. W. Camp- 
bell, president, Forest City (Arkansas) 
National Bank, and advisory chairman 
of the United States Savings Bond 
Committee for Arkansas; H. Frederick 
Hagemann, Jr., president of the Na- 
tional Rockland Bank of Boston, 
Massachusetts, and chairman of the 
A. B. A. Treasury Savings Bonds 
Committee; Carlisle Rogers, executive 
vice-president of the First National 
Bank, Leesburg, Florida, and president 
of the State Association Section of 
the A. B. A. 

Mr. Campbell reported on the suc- 
cess of the Bond-A-Month Plan in a 
tryout in Arkansas banks. Mr. Hage- 
mann asked all members of the A. B. A. 
Treasury Savings Bond Committee to 
promote the plan actively, and Mr. 
Rogers made the same request of all 
State Bankers Associations, with defi- 
nite suggestions for promoting the plan. 


¢ o sd 


Eccles’ Testimony 


Erroneous reports emanating from 
testimony of Marriner S. Eccles, 
chairman of the Federal Reserve 
Board, before the House Banking and 
Currency Committee committee, gave 
the impression that Mr. Eccles and 
Secretary of the Treasury John W. 
Snyder were at odds about interest 
rates on the Federal debt. 

Remarks made by Mr. Eccles as a 
witness before the committee, on legis- 
lation introduced by Representative 
Jesse P. Wolcott and passed by the 
House, were interpreted as advocating 
higher interest rates. 

The legislation amended the Federal 
Reserve Act to permit member banks 
to buy and sell government guaranteed 
securities on the open market until 
July 1, 1950. The authority limits 
such purchases to not more than 
$5,000,000,000. 
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@ For Samples of LaMonte Safety Paper see your 
Lithographer or Printer—or write us direct. 
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A Check Paper All Your Own — 


Why not follow the lead of America’s out- 
standing banks and corporations? Let us 
reproduce your trade-mark in the paper 
itself. Such INDIVIDUALIZED check paper pro- 
vides maximum protection against altera- _ 
tion and counterfeiting—saves banks 
sorting time—helps prevent.errors. 


In writing to advertisers please mention The Burroughs Clearing House 
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And the “same time” is a lot 
less time than a girl takes to seal 
and stamp a letter... because no girl 
works as fast as a postage meter! 


The postage meter prints any 
kind of stamp required for any 
kind of mail or parcel post... 
prints a postmark, which helps the 
letter get through the postoffice 
faster... prints your advertisement 
on the envelope, too, if you like 

..and seals the flap at the same 
time—all in the turn of a die! The 


PITNEY-BOWES 


© Postag e Meter 





meter holds as much postage as you 
want to put in, protects the postage 
from loss or office wolves ...does 
its own accounting automatically ... 
banishes the old-fashioned adhesive 
stamp and stamp-sticking . . . usually 
saves postage as well as time, in the 


little bank as well as the big one! 


Like to know more about the 
Pitney-Bowes postage meter? Call 
the nearest PB office right away 
—or write for a little 
illustrated booklet... 





Pitney-Bowes, Inc., 3111 ge St., Stamford, Conn. 


Originators of Metered Mail. Largest makers of postage meters 
Offices in 59 principal cities in the United States and Canada 





What Mr. Eccles did say in support 
of the bill was that if Congress did not 
enact the legislation, the Treasury 
may be hard-pressed to maintain the 
low interest rates on its debt if a 
time came during the huge refinancing 
period where it found itself short of 
funds in an unfavorable capital 
market. 

“The purpose for which the direct 
purchase authority has always been 
used in the past and would be used in 
the future is simply one of meeting 
temporary needs of the Treasury,” 
the Reserve Board Chairman said. 
“The authority is in effect merely an 
overdraft privilege with the Reserve 
banks—a line of available credit for 
use if needed.” 

In view of the wide publicity given 
to the erroneous conclusions of Mr. 
Eccles’ testimony, Mr. Snyder issued 
the following statement; dated March 
» f- 

“In response to inquiries received 
at the Treasury today, Secretary 
Snyder announced that no changes in 
the interest rate policy of the Govern- 
ment at this time are under contempla- 
tion. 

“He cautioned against any inter- 
pretation of recent newspaper articles 
indication that a rise in rates is immi- 
nent. He said that all phases of debt 
management are under constant study 
by the Treasury and Federal Reserve, 
and that there has been no change in 
the policy announced by the President 
in his budget message that interest 
rates will be kept at present low levels 
through continued co-operation of the 
Treasury Department and the Federal 
Reserve System. 

“The technical methods by which 
the Government’s interest policy will 
be carried out are also under constant 
study in collaboration with the Federal 
Reserve Open Market Committee and 
others interested in the subject.” 

The Secretary stated that the Treas- 
ury is alert to the Government bond 
market and the effect of its financing 
on bank reserves and the needs of 
different classes of investors. 


4 ° e 


New Outlook for the 
World Bank 


With the completion of the, selection 
of top-drawer personnel of the World 
Bank following the interim period of 
uncertainty, this global institution is 
now ready to move in high gear. 

On March 1, John J. McCloy, law- 
yer, industrialist and wartime Assist- 
ant Secretary of War was elected 
president of the International Bank 


for Reconstruction and Development - 


to succeed Eugene Meyer, publisher of 
The Washington Post. 
Mr. McCloy, Eugene R. Black, Jr., 


TH 
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#2 HERRING-HALL-MARVIN ENGINEERS 


wamiLtOon bedalie) Us 


vee present to the nations bankers 
THE SAFEST » MOST CONVENIENT - MOST DEPENDABLE 


BURGLAR-RESISTIVE NIGHT DEPOSITORIES 


THAT THE ART AND SCIENCE OF METALCRAFT 
ENGINEERING HAS EVER PRODUCED 


3 GREAT SYSTEMS 
TO CHOOSE FROM 


1—The ROTARY. 2—The 
CIRCULAR. 3—The SIM- 
PLEX. Each in its class 
represents the highest 
modern achievement in 
structural integrity com- 
bined with architectural 
adaptability and guaran- 
teed burglar-resistive pro- 
tection. 








H-H-M ROTARY NIGHT DEPOSITORY 


INSURANCE 
PROTECTION 
Herring-Hall-Marvin Night 


Depositories are designed, 
built and installed to rate 
the highest Night Deposi- 
try Insurance Classifica- 
tion money can buy—Un- 
derwriters’ Certified Bank 
Burglary Class “B”. We 
make no compromise with 
safety. 


ENGINEERING 
COOPERATION 


Herring—Hall—Marvin 
places at your disposal the 
cooperation of a qualified 
Night Depository engineer 
—to assure you every pos- 
sible advantage of con- 
venience and protection, 
This cooperation is availa- 
ble on new construction or 
replacement, as required. 


H-H-M CIRCULAR NIGHT DEPOSITORY H-H-M “SIMPLEX” NIGHT DEPOSITORY 





WHY EXPOSE YOUR BANK TO COSTLY PENALTIES? 


The bank burglar is definitely with us again. There were more than twice the number of successful 
bank burglaries in *46 as there were in °45. The attitude that it can’t happen here has cost many 
banks 5-year insurance penalties of 66-2/3% — amounting to thousands of dollars! Why risk such 
embarassment? Why hazard such loss of customer good will? Or such needless dissipation of a good 
bank’s assets? Your H-H-M Night Depository will both protect your bank and assure your stock- 
holders appreciated peace-of-mind. Wire, write or telephone for descriptive literature and prices—today! 


HERRING-HALL-MARVIN SAFE CO. wssicrox's 


ala vies, “OHIO 
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INCREASE THE SCOPE OF 
YOUR CUSTOMER SERVICE 


As a correspondent of The Northern Trust 
Company you will be able to offer your cus- 
tomers a greatly expanded service in many re- 
spects. You can share in our credit information 
and benefit from our fact-finding facilities. In 
some instances we can participate in loans to 
your customers. If you have no foreign depart- 
ment we can often be of valuable assistance. 
Our Bond Department is always ready to be 
helpful in giving quotations and in the pur- 
chase and sale of United States Government, 
State and Municipal bonds. In fact, whatever 
your needs may be, as a correspondent of this 
bank you are assured the cooperation of all our 
departments. We cordially invite your inquiry 


regarding the benefits of a connection here. 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90, LLLINOIS 


Member Federal Deposit Insurance Corporation 




















OUR BANK-OF-THE-MONTH 


— Recent Construction — 
Alpena Savings Bank of Alpena, Mich. 


H. G. HUDSON, President 

















We invite your inquiry on our full 
list of completed banks. 


A. A. HENKEL & ASSOCIATES, INC. 
Bank Designers and Engineers 
333 North Michigan Avenue 
Chicago 1 











In writing to advertisers please mention The Burroughs Clearing House 
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of New York, who replaced Emilio G. 
Collado as United States director on 
the world bank, and Robert L. Garner 
of the Chase National Bank of New 
York, took office on March 17. 

The selection of Messrs. McCloy, 
Garner and Black was hailed in New 
York and in London as excellent. 

Mr. Meyer said that he considered 
the bank “extremely fortunate” in its 
selection of Mr. McCloy and predicted 
he would prove “an admirable leader.” 


At a press conference held the day Mr. 
McCloy was appointed president 
of the multi-billion dollar institution, 
he outlined the policies which he 
would follow and the decisions he 
would make on pending loan applica- 
tions and security issues. He said: 
1. That more emphasis should be 
placed upon the issuance and market- 
ing of the Bank’s securities. 


2. That the Bank’s organization 


should be re-examined with particular 
emphasis on seeing whether the rela- 
tionship between the executive direc- 
tors and the president could be im- 
proved. Mr. McCloy is understood 
to feel that the president should have 
more authority. It was widely re- 
ported that the chief reason for Mr. 
Meyer’s resignation was the fact that 
he found himself as nothing more than 
the “‘errand boy”’ for the directors. 

3. That he intends to rely heavily 
for banking advice on Mr. Garner, 
former vice-president of General Foods 
Corp. and vice-president and treasurer 
of the Guaranty Trust Co. of New 
York. 

4. That Mr. Black will be charged 
with a good deal of the responsibility 
for preparing the bank security issues. 

5. That he feels it is the bank’s 
duty to make loans because the world 
“‘can’t exist half rubble” and that he 
intends to take “calculated risks” in 
making loans. 

Meanwhile, E. Fleetwood Dunstan of 
New York has.been appointed Direc- 
tor of Marketing for the International 
Bank. He will be in charge of a New 
York office to be opened April 15 in the 
Federal Reserve Building at 33 Liberty 
Street. 

Mr. Dunstan, as Director of Mar- 
keting, will be in contact with investing 
interests throughout the country and 
will have charge of arrangements relat- 
ing to the sale of the bank’s debentures. 

He has been vice-president in charge 
of the bond department of the Bankers 
Trust Company of New York, where he 
has been associated since 1921. He 
has served as a member of the Board of 
Governors of the Investment Bankers 
Association of America and was chair- 
man of the Municipal Securities Com- 
mittee of that association. In 1943, 
he was assistant director of the bank- 
ing and investment division of the New 
York State War Finance Committee. 
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N LINE with its long-established “Open 
Book” policy, Metropolitan recently 
asked Marquis James, noted historian 

and a Metropolitan policyholder, to write 
the Company’s Annual Report to Policy- 
holders for 1946. 


Mr. James was unusually well equipped 
to do this because he had just finished, at 
the request of the Company, a three-year 
study of Metropolitan’s operations from the 
time it was founded. The results of this 
study have been published by the Viking 
Press under the title of ““The Metropolitan 
Life, A Study in Business Growth,” on sale 
at any bookstore. 


In Mr. James’ report of the Company’s 
operations for 1946, he tells a story of con- 
tinued progress in service to policyholders. 


ir SAEED 
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Marquis James tells of 


He points out— 


—that payments to policyholders and 
their beneficiaries last year exceeded 
$630,000,000. 


—that 2,400,000 people bought new 
Metropolitan policies in 1946. 


—that the amount of new insurance 
purchased in 1546 topped anything in 
Metropolitan’s 79 years in business. 


—that the gain in insurance in force 
set a new high record. 


—that the Company had one of the 
lowest death rates in its history. 


—that, despite a trend toward in- 
creased costs caused primarily by a 
continued: decline in interest rates 
earned, the Company has found it pos- 


<= = “ONE OF METROPOLITAN'S 
ae —_GREATEST YEARS 1946" 


sible to continue dividends on Ordi- 
nary and Industrial policies during the 
coming year at the same rates as dur- 
ing 1946. 


Mr. James’ report is much more than a 
compilation of statistics. Among other 
things, he discusses the social value of 
Metropolitan’s investments. For example, 
he characterizes Metropolitan’s housing 
program as a— 


—‘“‘vivid demonstration of how private 
enterprise works for the public good.” 
Whether or not you are a Metropolitan 
policyholder, you will find the Annual 
Report to Policyholders well worth read- 
ing. To get your free copy, just fill in and 
mail the coupon below. 








Policy Reserves Required by Law . 


. $6,891,359,670.02 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 
og a Government Securities 


BUSINESS REPORT FOR 1946 


(In accordance with the Annual Statement as of December 31, 1946, filed with the New York State Insurance Department.) 
OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


$4,244,055,186.17 








This amount, together with future premiums and reserve 
interest, is required to assure payment of all future 
policy benefits. 

Reserved for Future Payment Under 

Supplementary Contracts . 

Policy proceeds from death claims, matured endowments, 
and other payments which beneficiaries and policy- 
holders have left with the Company to be paid out to 
them in future years. 


Policyholders’ Dividends Left on Deposit 


Reserved for Dividends to Policyholders . 

Set aside for payment in 1947 to those policyholders 
eligible to receive them. 

Policy Claims ey Outstanding. 

Claims in process of settlement, and estimated claims 
that have occurred but have not yet been reported to 
the Company. 

Other Policy Obligations f 

Including premiums received in advance, etc. 

Taxes Accrued . 

Including estimated amount of ‘taxes payable i in ‘1947 on 
the business of 1946. 

Contingency Reserve for Mortgage Loans . 

Miscellaneous Liabilities . . 


TOTAL OBLIGATIONS 


Thus, Assets exceed Obligations by $496,982 
This safety fund is made up of: 


Special Surplus Funds........... $83,533 
(including $69,833,000.00 for possible loss 
or fluctuation in the value of investments) 


Unassigned Funds (Surplus)... .. $413,449 


332,747,697.65 


53,767,508.30 


137,845,377.00 


34,012,611.03 


30,523,903.19 


20,198,797.00 


21,000,000.00 
26,994,539.16 


. $7,548,450,103.35 
,280.85 
000.00 eeeee 


,280.85 { 


S. Government . $4, 001, 167, 645.00 
pS we Government . 242 387, 541.17 
Other Bonds. ‘ es fe oe ee ae 
Provincial and Municipal ‘ . $ 89,739,938.35 
Railroad . ‘ 530,654,827.57 


Public Utility 


y 631,841,742.55 
a and Miscellaneous . 


706,047,225.50 


All but $1, 533, 700. 00 are Preferred or Guaranteed. 
First irst Mortgage Loanson RealEstate ... . 
; . $ 86,749,350.06 
Other Property . é 800,214,051.76 
Loans on Policies .. 
Made to policyholders on the security ‘of their policies. | 
Real Estate (after decrease by adjustment of $25,000,000 
in the aggregate) 
Housing projects and other real estate 


acquired for investment . $122,859,596.70 


Properties for Company use 34,885,954.04 
Acquired in satisfaction of mortgage 

indebtedness ($29,628,289.62 under 

contract of sale)... ath 9 


is 76,172,195.80 
Cash and Bank Deposits. . ab, oe ie ae 
Premiums, Deferred and in 

Course of Collection, Net 

Accrued Interest, Rents, etc. 


TOTAL ASSETS TO MEET OBLIGATIONS . 


1,958,283,733.97 


106,662,750.00 
886,963,401.82 


335,308,794.10 


208,908,746.54 








126,654,058.48 


118,268,923.09 
60,326,790.03 


. $8,045,432,384.20 


This fund, representing about 6% percent of the 
obligations, serves as a cushion against possible un- 


favorable experience and gives extra assurance that 
all policy benefits will be paid in full as they fall due. 


NOTE:—Assets carried at $386,528,629.53 in the above statement are deposited with various public officials under requirements of law or regulatory 


authority. Canadian business embr, 


in this statement is reported on the basis of par of exch 


ange. In the Annual Statement 


filed with the 


Massachusetts Insurance Department, Policy Reserves Required by Law are $6,891,481,278.02, and Miscellaneous Liabilities are $26,872,931.16. 








Frederick H. Ecker, CHAIRMAN OF THE BOARD Leroy A. Lincoln, PRES. 





Metropolitan Life 


Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, New YorK 10, N. Y. 





METROPOLITAN LIFE INSURANCE Co. 
1 Madison Avenue, New York 10, N. Y. 
Gentlemen: 


Please send me a copy of your Annual Report to Policy- 
holders, ‘‘One of Metropolitan’s Greatest Years—1946.” 








Sif 











~ 


2 


a hp 


woe 


FOL ETS Sh Ue, 





THE BURROUGHS CLEARING HOUSE—April, 1947 THE 





DOUGLAS-GUARDIAN & 





WAREHOUSE CORPORATION 


“The Bankers’ Field Warehouse Company” 


NEW ORLEANS I, La., 118 North Front St. 
NEW YORK 4, N.Y., 50 Broad St. 

CHICAGO 3, IIl., 100 West Monroe St. 
ATLANTA 3, Ga., Hurt Bldg 

CLEVELAND 14, Ohio, Union Commerce Bldg. 
DALLAS I, Texas, Tower Petroleum Bldg- 
EASTON, Md., 438 South Street. 


LOS ANGELES 14, Calif., Garfield Bidg. 
MEMPHIS 3, Tenn., Porter Bldg. 

PHILADELPHIA 2, Pa., Girard Trust Bidg. 
PORTLAND 5, Ore., 927 S W. Alder St. 
ROCHESTER 4, N.Y., Commerce Bldg. 

SAN FRANCISCO 4, Calif., 300 Montgomery St. 
SPRINGFIELD 3, Mass., 172 Chestnut St. 
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SPRINGFIELD, Mo., Holland Bldg. 
TAMPA 2, Fla., 416 Tampa St. 

EL PASO, Tex , First Nat‘l Bank Bldg. 
HARTFORD 5, Conn., 945 Asylum Ave. 
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The PERSONALITY SPOTLIGHT 








Harold G. Robertson is now 
president of The Colonial-American 
National Bank, 
Roanoke, Vir- 
ginia. He suc- 
ceeded George 
N. Dickinson at 
the time of the 
bank’s recent 
merger with 
Liberty Trust 
Bank, Roanoke. 
His election was 
in recognition 
of the results 
he had achieved 
as president of Liberty Trust since 
1933. G. C. Holcomb continues as 
chairman of the board of the Colonial- 
American bank. 





H. G. ROBERTSON 


There has been an extensive re- 
alignment of the official staff of The 
County National Bank and Trust 
Company, Santa Barbara, California. 
Joe D. Paxton, formerly executive 
vice-president, is now active chair- 
man of the board, while P. S. Bel- 
ford, previously vice-president and 
cashier, is the new president. H. H. 














J. D. PAXTON P. S. BELFORD 


Eddy, whose father founded the 
bank in 1875, has resumed the title 
of vice-president after having served 
as president for the past 16 years. 

Other staff promotions include: 
G. D. Carpenter, from assistant 
cashier to vice-president, L. V. Dor- 
man and Clarence Rouse, from 
assistant cashiers to assistant vice- 
presidents; G. R. Ginn from assist- 
ant cashier to cashier; and Helen 
Low from assistant secretary to 
assistant cashier. 


County Trust Company of Mary- 
land, largest bank in the state out- 
side of Baltimore, will have a new 
president on or about May 1. He is 


Addison H. Reese, elected March 5 
to succeed Senator J. Allan Coad, 
who is retiring from the presidency 
after serving in this capacity for ten 
years. Senator Coad will continue 
to serve as a director and member 
of the executive committee. 

For a number of years Mr. Reese 
was a national bank examiner in the 
Fifth Federal Reserve District and 


in the District of Columbia. In 1941 
he was elected vice-president of the 
Nicodemus National Bank of Hagers- 
town, and following military service 
he returned to that institution last 
year as vice-president and cashier. 


¢ 


Wiley R. Reynolds has again 
assumed the presidency of the First 











Cummins 252 
Endorser espe- 
cially designed 
for use in com- 
bination with 
microfilming 
machines. 





Are YOU making the 
fullest use of 
modern business machines? 


For example, the simplest and most economical way to endorse checks is to 
use a Cummins 252 Electric Endorser in combination with a microfilming 
machine. When you are making films of your checks, simply use Cummins 
252 (the type designed for this purpose, of course) with any microfilming 
machine. As checks are filmed they are carried into the endorser, where they 
are automatically endorsed and stacked in proper sequence. 


For a short cut in check handling—this is perfect. Endorsing by this method 
is a PLUS VALUE, requiring no added effort or time of the operator. The 
machine pays for itself in a few months because it brings you greater 
efficiency, faster work, lower check-handling costs. 


Checks are under positive control 
all the way. Cummins 252 takes 
hold of the checks before micro- 
filming machine lets go. 


Let a Cummins representative show you how simple it is to use the 252 
Endorser in combination with a microfilming machine or how the same 


machine can be used in conjunction with posting or listing machines or by 
itself. 


























t; Manufacturers of Cummins Business Machines 4-B 
machines for effi- Division of A.S.C. CORPORATION 

SINCE : Formerly CUMMINS PERFORATOR 

1887 ciency and pro- 4740 Ravenswood Avenue, Chicago 40, Illinois 
tection. Origina- Please send your representative to show us how we can use the 

Cummins 252 Electric Endorser to make greater use of our micro- 

tors of perfora- filming machine. 

tors. Pioneers of check Name 

endorsers, check signers Company 

and receipters. “Safeguard- — 

. . Cit Z State. 

ing your transactions.” se re 
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National Bank of Miami (Florida). 
He had been elected board chairman 
éarlier this year and was succeeded 
as president by H. Blake Oliver, 
who died shortly thereafter. Paul 
R. Scott, an attorney, has been 
named chairman of the board, and 
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George E. Whitten as vice-chair- 
man. 
Sd 


Succeeding the late H. Blake 
Oliver, James G. Garner has been 
named president of the Little River 










MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








Complete international and domestic banking 
facilities — with correspondents in principal 
cities. A Foreign Department with services 


covering every business center in the world. 


CORN EXCHANGE 


NarronaL Bank AND Trust COMPANY | 


PHILADELPHIA 
Established 1858 
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CANADIAN 
BANKING 


tHE Bank of Nova Scotia 


' General Office: 
- TORONTO, Canada 





Over 265 branches across Canada; 
And in Newfoundland, Jamaica, 
Cuba, Puerto Rico, Dominican 
Republic, London, England. 


In writing to advertisers please mention The Burroughs Clearing House 











Bank & Trust Co., Miami, Florida. 
He was formerly vice-president and 
director. Charles E. Buker, now 
executive vice-president, has been 
added to the board. Mr. Buker is 
also vice-president of the First Na- 
tional Bank of Miami. 


A recent addition to the editorial 
staff of The Burroughs Clearing House 
is Beryl T. Salisbury. He is a 
graduate of 
Michigan State 
College where 
he majored in 
journalism, 
completing his 
studies last 
June after they 
were inter- 
rupted by Navy 
service during 
the war. In 
preparation for 
communica- 
tions work with the Navy, he re- 
ceived training at Northwestern Uni- 
versity, Rensselaer Institute and 
Cornell University. He contributed 
to Navy publications, and wrote an 
instruction book while in the service. 
He has also done considerable free 
lance writing. Currently, he is 
working on a survey article covering 
profit sharing plans in banks, a 
timely study which will appear soon 
in The Burroughs Clearing House. 





B. T. SALISBURY 


¢ 


An innovation by Bank of America 
is the appointment of Walter E. 
Bruns as vice-president in charge 
of governmental 
relations, with 
headquarters at 
the San Francisco bs 
head office. The oe - 
Management Ae 
pointsoutthatthe —& Dey 
bank’s relations ‘a 
with the govern- r 
ment now cover 
such a wide range 
of activities that 
it has become 
desirable to co-ordinate such matters 
under one administrative officer. 
Mr. Bruns is especially well known 
in trust circles, having been a vice- 
president and trust officer at Bank 
of America since 1940. 

The bank has also announced the 
appointment of A. C. Meyer as 
secretary. He started his career with 
the institution in 1936 as a junior 
clerk. 


a Tr i 


W. E. BRUNS 


¢ 


Richard H. Stout, has resigned 
as vice-president of the Industrial 








THE 
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A Modern Miracle in Man-Hours 


To say merely that this three-fold 
operation saves the farmer two-thirds 
of the labor cost would be “damning 
with faint praise.” At the new levels 
of farm wages this saving is consider- 
able, yet is minor beside the positive 
gains. 

Using a Case fertilizer drill with 
gtass-seed attachment he sows his 
grain with amazing accuracy that 
makes for higher yield, more even 
ripening. In addition he does two 
jobs which too often are slighted or 
skipped for lack of time and labor in 





CASE 


a rush season. One is to apply fertil- 
izer. What’s more, he puts it close to 
the seed, ready for young roots to 
make the most of every penny-worth 


of plant-food. 


The grass-seeding attachment ... 
built with a smaller size of the same 
Seedmeter mechanism as the main 
drill . . . sows seed of a forage crop 
to follow for pasture or hay, also to 
conserve and improve the soil. The 
first obvious saving becomes a miracle 
of better farming and multiplied 
yields per man-hour. 









Building a complete line of tractors, 
implements and machines to multiply 
yield per man is the business of this 
Company. We believe that financing 
of farm machinery is business that 
belongs to the local bank. The extra 
ENDURANCE for which Case 
machines are known commends theme 
as chattels for conservative financing. 


The character and caliber of Case 
owners and dealers commend them 
as bank customers. We encourage 
them to place their business with you. 


J. I. Case Co., Racine, Wis. 


Patines in Providing 


Bik HIGH-PRODUCING 
| ae ees FARM MACHINERY 
: LEMEN 


a e 
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1. Highlights 
ERCUp, =) IN INSURANCE HISTORY 


H 


INSURANCE AD 


In a newspaper ad in 1721, John 
Copson of Philadelphia suggested 
to American business men that they 
no longer send American money 
across the ocean to London under- 
writers for services which could be 
' obtained over here. He was open- 
mh ing “an office of Publick Insur- 
’ ew ance on Vessels and Merchan- 
Sy dizes” at his home in the High 
oh Street (now Market) where care 
would be taken that all underwriters 
would be “Persons of undoubted 
Worth and Reputation, and of 
considerable Interest in the 
City and Province.” 

























“Hiding your light under a 
bushel” has never been a theory 
of the National Union and 
He Birmingham Companies, who 

| ee } iy believe that honest advertising is 
‘ih, | | equally important for attractive 
i} \) AR wares and attractive services. 


\4 


| _ 


AND BIRMINGHAM 


FIRE INSURANCE COMPANIES 


EARLY AMERICAN 


J Ma| NATIONAL UNION 

















CABLE ADDRESS 


Complete international and domestic banking facilities with 
correspondents in principal cities in Latin America. 


A foreign department with bilinguist personnel. 


PAN AMERICAN BANK OF MIAMI 


MIAMI 30, FLORIDA 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Bank of St. Louis to become execu- 
‘tive vice-president of the Bank of 
Louisville (Kentucky). 


One of the oldest corporate titles 
in American banking history was 
changed March 
31 when The 
Pennsylvania 
Company for 
Insurances on 
Lives and 
Granting Annu- 
ities, Philadel- 
phia, assumed 
its new name— 
The Pennsyl- 
vania Company 
for Banking and 
Trusts. “The 
Pennsylvania Company was origi- 
nally charted in 1812 as a life insur- 
ance company,” explains William 
Fulton Kurtz, president. ‘It dis- 
continued its life and annuity busi- 
ness about 1870, and since that time 
it has been a bank and trust com- 
pany. Our long and misleading title 
often caused confusion in the public 
mind, and it was to correct that 
situation that the change in name 
was made.” 

March 31 also marked the opening 
of four additional branch offices, for- 
merly banking offices of the German- 
town Trust Company, which has 
been merged with The Pennsylvania 
Company. This merger, following 
recent purchase of the assets of the 
Erie National Bank of Philadelphia 
and the Kensington National Bank, 
gives The Pennsylvania Company a 
total of 18 offices and rounds out a 
noteworthy expansion program. 

+ 








W. F. KURTZ 


Crocker First National Bank of 
San Francisco has established a 
branch in Oak- 
land, through con- 
solidation with the 
Farmers & Mer- 
chants Savings 
Bank, of Oakland, 
a merger which 
brings together 
two of the oldest 
banks in the San 
Francisco Bay 
area. George W. 
Hall, a vice-presi- 
dent of Crocker, has been placed in 
charge of Oakland operations. 

. 


G. W. HALL 


When the extensive careers of 
some bank executives are reviewed, 
the conclusion reached is that bank- 
ing must be a ‘“‘healthy’’ business 
indeed. 

For instance, there is the Hon. 
John E. Weeks, president of the 
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Addison County Trust Company of 
Middlebury, Vermont. He is the 
only president this 28-year-old in- 
stitution has ever had, and at the 
grand old age of 93 he is still at his 
desk practically every banking day. 
He has also managed to encompass 
a distinguished public career, serving 
as Governor of Vermont for two 
terms, and as a representative to 
Congress. 
> 


Chemical Bank & Trust Company, 
New York, announced the appoint- 
ment of Leonard 
M. Horton as 
vice-president. 
Mr. 
active in the han- 
dling of the bank’s 
Wall Street busi- 
_ ness. He started 
working in the 
Street in 1929 and 
has been with the 
Chemical Bank 
since 1932. He 
was first made an officer in 1941 and 
during his entire career with the 
bank has been active in various 
phases of Wall Street banking. 


e 





L. M. HORTON 


M. E. Collum, Jr., has been 
named executive vice-president of 
the Jackson-State National Bank, 
Jackson, Mississippi. He had been 
promoted to vice-president last year, 
after serving as cashier since 1941. 


S 


Associated with 
The San Francisco 
(California) Bank 
for 33 years, 
George H. Meyer 
has been elected a 





Horton is. 





vice-president. 
For the past sev- 
eral years he has 
been in charge of 
the real estate loan 
department. 





G. H. MEYER 


Two Panamanians with long rec- 
ords of service with the Chase Na- 
tional Bank of New York have 
received promotions. Luis A. 
Gomez has been appointed second 
vice-president, and Carlos Fajardo 
has been named manager of the 
bank’s Panama City branch. 


+ 


At the Fort Wayne (Indiana) 
National Bank, E. H. Hasse, L. R. 
Montooth and H.S. Stellhorn have 
been advanced to assistant cashiers. 
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THE NAME BRANDT HAS SIGNIFIED 


SINCE 1890 
BRANDT products include: 


@ Automatic Cashiers 
(Coin Paying Machines) 


@ Coin Sorters and Counters 

@ Coin Counters and Packagers 
@ Coin Storage Trays 

@ Coin Wrappers and Bill Straps 







BRANDT AUTOMATIC CASHIER CO. 


Watertown Wisconsin 


BRANDT 


COIN HANDLING 


DEVICES SINCE 
1890 


Please supply information regarding the following 
BRANDT products: 


(_] AUTOMATIC CASHIERS 
COIN COUNTERS AND PACKAGERS 





[_] Hand Operated 
USE (_] Motor Driven 
THIS (] COIN SORTERS AND COUNTERS 
(Motor Driven) 
COUPON [_] COIN STORAGE TRAYS 
[_] COIN WRAPPERS AND BILL STRAPS 
| Ee EY eae REE Kees) RE wel oR 
| Fe cecpcsnn ccc ccihn dh deoyahe theo thcccie abel Manltnss aekinntasoaace’ doormat aubuidind aden aaa 
| Address 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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It may surprise you, but that happy home of yours 
is haunted. Dozens of fierce little fire hazards are 
lurking from cellar to attic . . . waiting to burst into 
flame when you least expect it! 


Scared? You'd better be . . . last year fire snatched 
away 10,000 lives, devoured over one-half billion 
dollars worth of property ! 


Better check your house now . . . and clean out these 
and other hazards that threaten your life and home! 


Keep chimneys and fives clean Handle matches carefully — 
and repaired—hot gases and keep them covered, out of 
sparks escape from cracks! children’s reach! 


Don’t smoke in bed— your life Don’t leave iron on—when you 
and home may be at stake! leave, detach plug! 


00V7 Avoid makeshift wiring—re- 
3 place frayed cords—short cir- 8 


i fires. 
cata tenes Beware of inflammable clean- 


ing fluids—some vapors can 
be exploded by tiniest spark! 


eos 


Throw out the tinder in your Qe 
house— get rid of papers and 4 
litter! 


fireplace screen to save wood- 
work, rugs, furniture and per- 
haps your home! 


Oe 


Writing practically ail forms of insurance except personal life insurance « Hartford 15, Connecticut 


-.u«... Hartford Insurance 


Hartford Fire Insurance Company e Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company 
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Curtains burn fast—don't let Keep furnace and heating pipes 
drapes, curtains touch lamps cleaned and repaired—watch 
or heaters or blow over stove! for sagging, holes or cracks! 
Use proper fuses — they're Don’t leave oily rags or mops 
“safety valves”; never use around—spontaneous ignition 
coins or other metal! causes many fires! 
ge‘ } Clean out cellar—never store Don't store gasoline—a spark 
rubbish near furnace! can destroy garage and car! 


If you want to know 46 other ways to prevent fire in your home, in 
your business or elsewhere, write the Hartford Fire Insurance Company. 


FIRE HAZARDS GONE? 

Good work! but there are unpre- 
ventable hazards and sometimes 
lapses in care. Ask your Hartford 
agent or broker to protect you from 
loss with adequate insurance to 
cover today’s higher values — see 
him today! 
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CANADIAN BANKING 








By JAMES MONTAGNES 


Pioneer Banking 


That Canada still has plenty of 
space for settlement and new bank 
branches is shown by the recently- 
opened branches -in virgin territory. 
Two branches, of widely different 
architecture, stand out. 

The Bank of Toronto opened a 
branch early this year at Birch River, 


Manitoba, some 315 miles northwest . 














Branches opened in new territories 


of Winnipeg in a newly opened agricul- 
ture area, halfway to the mining areas 
of northern Manitoba. 
located in an unpainted frame shanty 
which was a lunch room for a short 
time in this new territory. Manager 
H. G. Law and Teller W. K. Grazier 
had to clean up the building in 40 
below zero weather. 

The Bank of Montreal, on the other 
hand, has a quite modern branch at 
Deep River, Ontario, settlement for the 
workers at Chalk River, Ontario, the 
site of the Canadian Government’s 
atomic energy plant, on the Ottawa 
River some 125 miles northwest of 
Ottawa. The government has built 
a townsite here in the virgin forest, 
with modern homes, hotel, stores and 
a branch of the Bank of Montreal, 
which has a staff of six under Manager 
J. F. Walsh. 


« + S 


Bank Libraries 


A business library is set up with the 
idea that profit will result, the Royal 
Bank of Canada stated in a recent 


monthly bulletin,* and this profit may 
take one of several forms. The profit 
may lie in information given an execu- 
tive which aids him in making a 


*Copy of this bulletin may be obtained by addressing 
The Editor, The Burroughs Clearing House, Detroit 
32, Michigan. 


difficult decision, or in the fact that 
library material may aid staff members 
to work out a problem ranging from 
arithmetic to recommendations of high 
policy. The library may be used to 
win the good will of customers, or it 
may be a blessing to the personnel 





The branch is * 








country. 
/ 


HEAD OFFICE - 





Re. CANADA 


Canadian government policy affords many 
advantages to United States’ firms that are 
desirous of establishing themselves in this 


We will be glad to furnish helpful infor- 
mation regarding Canada; and we offer a 
nation-wide banking service. 


We invite your enquiries. 


™ BANK TORONTO 


Incorporated 1855 
TORONTO, CANADA 


BRANCHES AND AGENTS THROUGHOUT CANADA 




















BANK OF LONDON & SOUTH AMERICA 
Limited 
New York Agency: 34 Wall Street 


71 Branches in 


Argentina Brazil 
Ecuador El Salvador 
Paraguay Peru 
England France 


HEAD OFFICE: London, England 


,OVER EIGHTY YEARS IN SOUTH AMERICA 


Chile Colombia 
Guatemala Nicaragua 
Uruguay Venezuela 
Portugal Spain 
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EAGLE-A 


vid 


a a 
PAPERS 


“KEEPING PACE” 






Keeping pace with modern needs, this high-speed offset press produces 
as many as 4,000 four-color impressions per hour, on a 50” x 68” sheet 
of paper! It also delivers accurate, faithful reproductions, undreamed of 
in the days of hand-operated “‘transfer’’ presses. 


EAGLE-A AGAWAM BOND 


has kept pace in its own field of 100% Cotton Content business papers 
through constant research, supervision and modern laboratory controls. 
Outstanding in appearance, rugged and permanent — Eagle-A Agawam 
Bond meets every requirement for business letterheads, envelopes, legal 
documents, policies and other important business forms. “ 


Specify Eagle-A Agawam Bond to your printer, lithographer or engraver 
for any of these uses — it is your assurance of quality. 


Ask your Stationer for EAGLE-A TYPEWRITER AND BOXED PAPERS 


EAGLE-A PAPERS 


AMERICAN WRITING PAPER CORPORATION e HOLYOKE MASSACHUSETTS 








In writing to advertisers please mention The Burroughs Clearing House 


Royal Bank of Canada library has 
23,000 books and pamphlets 





department by adding another attrac- 
tion to potential staff members. 

The Royal Bank of Canada speaks 
with knowledge of business libraries, 
for it maintains probably the largest 
bank library in Canada, and has had 
a library since 1913. At the bank’s 
head office in Montreal, the library 
department is a big operation. A chief 
librarian and five assistants are em- 
ployed full time to furnish information 
for the bank’s entire staff and’ to 
supply information for many of the 
bank’s customers, who are also invited 


to use the library. 


The library contains some 23,000 
books, periodicals and pamphlets. It 
subscribes to 600 periodicals, other 
than annuals, and occupies 2,100 
square feet of space in addition to 
storage room. Information on publi- 
cations is constantly catalogued, with 
the main catalogue containing some 
55,000 cards listing books by title, 
author and subject. A 45,000 card file 
is maintained on pamphlets and on 
the items in the storeroom. The 
library has 94 vertical filing drawers, 
while publications are kept on shelves 
which occupy a total of 10,259 feet. 
During the past few years an average 
of 12,500 books have been loaned to 
some 400 individuals, and about 300 
loans a year have been made to other 
libraries. 

While statistics of this unusual 
library are of interest, it is the use of 
all this information which is important 
to the bank, according to Mildred I. 
Turbull, the Royal Bank’s librarian. 

The Royal Bank library keeps com- 
plete and up-to-date files on all news 
pertaining to world-wide business ac- 
tivities. Much of this material is 
clipped, catalogued, and the clippings 
routed to persons most interested. 
The bank’s executives are constantly 
reminded of the library’s service by 
finding on their desks bulletins, clip- 
pings and digests of material received 
by the library and which is considered 
of interest to individual executives. 
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The Royal Bank’s library has be- 
come one of the bank’s most important 
instruments in personnel relations and, 
conversely, never a day goes by with- 
out demands upon the library for 
data, old and new, by executives for 
their use in reaching wise business 
judgments. 

» a S 


Bankers in the News 


Graham F. Towers, governor of the 
Bank of Canada, has been elected. 
executive direc- 
tor for Canada 
of the Inter- 
national Bank. 
Mr. Towers - 
replaces R. B. 
Bryce, former 
Canadian repre- 
sentative. Mr. 
Towers will de- 
vote only part 
of his time to 
GRAHAM F. TOWERS’ the Interna- 
tional Bank, 
continuing his duties at the Bank of 
Canada. 

J. F. Parkinson, financial counsellor 
at the Canadian Embassy, Washing- 
ton, will continue as alternate execu- 
tive director for Canada on the Inter- 
national Bank. 

Walter H. Raikes, assistant to the 
general manager, 

Bank of Montreal, 
has left for Aus- 
tralia and New Zea- 
land, where he will 
spend four months 
to develop business 
and banking con- 
nections for the 
Bank of Montreal. 
Prior to his present WALTER H. RAIKES 
post he was second 
agent at the New York office of the 
Bank of Montreal. 

Donat Lalande, secretary of the 
Provincial Bank of Canada, head 
office at Montreal, has been promoted 

to general superin- 

tendent of the 

bank. L. J. Trot- 

tier, formerly with 

the General Trust 

of Canada, Mont- 

real, and during the 

war a member of 

the Unemployment 

Insurance Commis- 

sion at Ottawa, has 

DONAT LALANDE been named secre- 

tary of the Provin- 

cial Bank. Patrice Blanchet, manager 

for past five years of the Drummond- 

ville, Quebec, branch of the Provincial 

Bank, has been named comptroller of 

credits at head office. J. O. Landry, 

has been appointed district superin- 
tendent of the Provincial Bank. 
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STATEMENT OF CONDITION 


ADMITTED ASSETS 


Cash in Office, Banks and Trust Companies . 


United States Government Bonds 

All Other Bonds and Stocks . 

First Mortgage Loans . 

Real Estate br Say SG a gh er air 
Agents’ Balances Less than 90 days due 


Reinsurance Recoverable on Paid Losses . 


Other Admitted Assets her 
Total Admitted Assets . 


LIABILITIES 


Reserve for Unearned Premiums 
Reserve for Losses 














December 31, 1946 


oe ee 6 ow ow ce co co eo «6 31,742,083.29 
“ee a a ho oe ee 43,379,480.50° 
Te Se es Se ae a ae 84,651,631.82 


eS ht Oe ee a oe 176,651.51 
Socio +: « “eles 3,497,218.16 
Stee 6 See es 10,291,747.65 
1,856,152.43 


er ee ee ae a a os oe 1,819,592.74 
ce 4 «6 6% 8 we 6} ee 66 eee 





oe 0 © 0 oe ee Berea 
Laan ee 21,691,968.40 











Reserve for Taxes pier aera ee Wak Nee oe ae can) See SERGE Peo ng: Lgl ede eg 3,944,218.20 
Liabilities under Contracts with War Shipping Administration. . . ...... 3,696,078.76 
Reserve for Miscellaneous Accounts . 948,521.81 
Total Liabilities Except Capital . i.e es $108,554,346.17 
Capital f rk er heres a. $15,000,000.00 
eS ee oe sae 53,860,211.93 
Surplus as Regards Policyholders . . $68,860,211.93 
Total oe. Sow? Se $177,414,558.10 
NOTE: Bonds carried at $4,413,915.98 amortised value and cash $50,000.00 
Di in the above statement are deposited as required by law. All securities have 
ineclors been valued in accordance with the requirements of the National Associa- 
Lewis L. CLARKE Guy Cary tion of Insurance Commissioners. On the basis of actual December 31st 
‘ real ‘ - re ‘ market values total Admitted Assets would be increased to $182,244,632.08 
HARLES G. MEYER AROLD V. SMITH : : 
Tetaetiinartennis rections and the Surplus to Policyholders would be increased to $73,690,285.91. 
WituiaM L. DeBost Harvey D. Gisson 
President, Union Dime President, Manufacturers 
Savings Bank Trust Company 
Witrrep Kurtu Freperick B. ADAMS 
Chairman of the Chairman of the Board, 
Finance Committee Atlantic Coast Line 
Epwin A. BaYLes Railroad Co. 
Dennis, Mass. yer W. Dow inc 
Gorpon S, RENTSCHLER resident, City | H f | H f | 
Chairman of the Board, Investing Co. Ww O M wv 
National City Bank Georce GuND 
of New York President, Cleveland 
Ropert GOELET Trust Co. 
Real Estate Haroip H. Heim LtetCcht CL 
Cusnes yd First Vice President, 
ident, Tit Chemical Bank & 
—a ao NEW YORK 
FIRE ° AUTOMOBILE « MARINE 
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THE BOOKLET COUNTER 


51 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





The first three booklets described 
below do an exceptional job of carrying 
important messages to the staff of the 
sponsoring bank. It is thought that 




















Explanatory manuals for employees 


they may serve the same purpose for 
other banks, or may act as guides in 
planning staff manuals on these or 
other phases of banking service. 


Opening Deposit Accounts... 
Care in accepting deposit accounts 
protects the new depositor as well as 
the bank. Based on this premise, this 
booklet explains to members of the 
bank staff the procedure which should 
be used in opening deposit accounts, 
and describes the various types of 
accounts, along with the authorization 
papers required in each case. 


Checking Account Manual... 
This is a complete explanation of the 
bank’s no-minimum-balance checking 
account service. It is a combined man- 
ual and portfolio for the use of the 


bank’s staff. The manual explains the 
methods of handling and promoting the 
accounts, while the portfolio portion 
contains samples of all forms used in 
servicing the accounts, the checkbook 
itself, and some of the advertising 
pieces used to promote the service. 


Safeguards Against Forgeries 
--. « A booklet which might be read 


profitably by bank tellers and others 
as an aid in cashing checks, preventing 
losses from forgeries and diversion of 
funds. The booklet is concise in point- 
ing out precautions, from the first 
identification and investigation of new 
depositors, through the presentation 
of checks for deposit and payment. A 
complete index helps make the booklet 
valuable as a reference. 
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\ Pm CALIFORNIA NATIONAL 


\ eo” RM 
heart or 
THE WEST COAST 


Located in the heart of the West Coast, Anglo 
Bank is well qualified to serve the needs of 
correspondent banks seeking a western service. 
Anglo has long been active in the development 
and expansion of western commerce, industry 
and agriculture. Anglo’s officers will be pleased 
to share with you their knowledge of current 
conditions in this area. 

Anglo’s 23 offices located in 13 important 
California cities offer you complete facilities 
for your West Coast business. 


Head Office: 


1 Sansome Street 
San Francisco 20 


Growing and Building with the West since 1873 
ANGLO CALIFORNIA NATIONAL BANK 


Member Federal Reserve System * Member Federal Deposit Insurance Corporation 


In writing to advertisers please mention The Burroughs Clearing House 
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Did you ever think of check expense 
in terms of its being an investment? 
We are talking now about a plain, 
ordinary outlay of money with the 
anticipation of a cash return. 


Here’s how it works out. Suppose 
you write a letter to six thousand 
people who have personal checking 
accounts in your bank and invite them 
to accept from you, with your com- 
pliments, fifty Personalized Checks 
together with a nice cover bearing 
their name stamped in gold. If they 
like them you agree to furnish them 
in the future at $1.25 for each two 
hundred checks. 


Your initial expense for letterheads, 
envelopes, postage and multigraphin 
would be about $260. Two t ps ey 
customers would accept your offer, 
which would mean an additional out- 
lay of $1,200 figured at 60 cents per 
order, including postage direct to cus- 
tomer. That means you would have 
a total investment of $1,460. 


Now let’s take up the question of 





INVESTMENT? 


returns on your investment. Because 
you would be getting such a large 
number of orders you would be able to 
buy them from us in exact multiples 
of six and your cost would therefore 
be $1.00 per order, so you would have 
a 25-cent mark-up on customers who 
reorder. Out of the two thousand who 
accepted your complimentary offer, 
twelve hundred would continue to 
reorder, which would make a total re- 
turn of $300. In addition you would 
save the normal yearly expense on 
these customers for checks, passbooks 
and covers, which we have conserva- 
tively estimated as being about 30 
cents per customer per year. That 
makes an additional $360 return. 


Within a period of about two years, 
therefore, you would just about get 
back your original investment, and 
from that point on the cash return 
thru profit and savings would repre- 
sent a sum which, to say the least, 
would be comparable to any invest- 
ment you could make. Food for thought 

. SO why not write us for full in- 
formation? 
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Now Available 





EASY SNAP 
“Style C” FILE BOX 


Corrugated Paper—Hinged Lid 
150 stock sizes 





Prompt Deliveries 





STRAYER 


T-SD 


Sliding-Drawer FILE 


With All Steel Front 
(Corrugated Paper) 


50 stock sizes 











WE GUARANTEE ouR 
TRANSFER FILES 











ALL STEEL TO PLEASE YOU OR 
Sliding - Drawer NO COST TO YOU IN THE 
FILES TRANSACTION 
MADE ANY SIZE TO YOUR 
SPECIFICATIONS 


-- MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY,New Brighton, Pa. 


Manufacturers of BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— . 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS— 
CURRENCY STRAPS—BANK SPECIALTIES 
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Business Libraries . . . How to 
make maximum use of the business 
library. In addition to explaining the 
means for making efficient use of both 
large and small libraries, the pamphlet 
emphasizes important factors in organ- 
izing private or institutional informa- 
tion sources. 


Trade and Tax Facts ... This 
booklet, by R. C. Leffingwell, is a lucid 
analysis of modern tax theory and 
practice. Among the subjects clarified 
for the reader are direct and indirect 
taxes, corporation income taxes, taxes 
on spending, social security taxes, in- 
centive taxes and tariffs. Given as a 
natural sequence to the astute analysis 
are the author’s suggestions for tax 
law revision. 


Trust Forms ... A _ verbatim 
account of four well-organized forum 
discussions on estates, wills and trusts, 
sponsored by a Texas bank for a select 
group of customers and friends. Printed 
in full are authoritative talks on 
(1) state and Federal taxes in relation 
to estates, (2) reducing transfer and 
liquidation losses, (3) the probate 
procedures, executors, administrators 
and trustees of wills and (4) the place 
of insurance in relation to the estate. 
Following each lecture is an un- 
abridged list of the questions and 
answers which resulted from each talk. 
For other bankers, this booklet may 
serve as a reference source, an aid in 
planning similar forums—or as 43 
pages of interesting reading. 


Analysis of 38 Banks .. . This 
analysis of detailed year-end figures 
for 38 representative banks in various 
cities facilitates comparisons between 
the banks noted or between those and 
others chosen by the reader. Also, the 
pamphlet is set up in such a manner as 
to be utilized as a possible guide to 
investments in bank securities. 


The Use of Warehouse Receipts 
. - « The aim of this publication is to 
compare the uses for negotiable and 
non-negotiable warehouse receipts and 
to eliminate misconceptions. The sub- 
ject is treated from the viewpoint of 
both lender and borrower, as well as 
warehouseman. Included are quota- 
tions from bank officers, giving their 
opinions as to the relative advantages 
of these two types of receipts. 


Prices and Wages... A concise, 
and charted, resume of the process 
through which costs, prices, and wages 
have come since 1939 and the means 
by which a balance between prices and 
wages is being approached under 
today’s conditions. The pamphlet also 
contains other data on current eco- 
nomic trends which are of particular 
interest to investors. 





—  -_- —<-—. 


THE BURROUGHS CLEARING HOUSE—April, 1947 


COURT DECISIONS 
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By CHARLES R. ROSENBERG, sr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Liability for Overdraft 


The cashier of a West Virginia 
national bank permitted a depositor 
to draw against a draft which he had 
deposited and which was drawn on an 
individual in another town. The draft 
was returned dishonored, but the 
depositor did not make good the over- 
draft. 
to the attention of the bank’s board of 
directors, who demanded that the 
cashier either make good the overdraft 
or lose his position as cashier. The 
cashier later claimed that the directors 
had also threatened him with criminal 
prosecution, but this the directors 
denied. 

There was evidence tending to show 
that it was the accepted practice in 
the bank to allow depositors to draw 
against uncollected funds. The West 
Virginia court in a later action pointed 
out that the cashier might have made 
certain defenses if sued on his alleged 
liability for permitting the overdraft, 
but he did not do so. Instead he 
obtained for the bank a note for the 
amount involved signed by one of his 
brothers as maker and endorsed by 
his mother and another brother. Ac- 
cordingly, the bank took no legal action 
against him. 

Several years later the same parties 
executed a renewal note to succeed the 
original instrument. The bank finally 
sued the maker and the endorsers on 
this renewal note. 

The defense was made that there 
was no consideration for either the 
original or the renewal note. It was 
urged that the cashier was not liable 
for the overdraft which he permitted, 
that the maker and endorsers of the 
original and renewal notes had re- 
ceived no consideration, and that the 
execution of the notes was induced by 
duress, namely, the threats of criminal 
prosecution made to the cashier. 

“The cashier,” explained the court, 
“‘was liable to the bank for a breach of 
trust, for exceeding his authority or 
for having acted negligently. He was 
required to act in good faith and use 
ordinary care, skill and diligence in and 
about the business of the bank while 
he was employed by it, and his failure 
to do so, resulting in a loss to the bank, 
rendered him liable. There is no doubt 
that the bank, prior to the making of 
the original note, had a lawful claim 
against him for the loss occasioned by 
permitting the depositor to overdraw 
his account. 


“The bank relinquished its claim 
against him, which, in our opinion, was 
of some value, and accepted the note 
made and endorsed by his brothers 
and mother. This action rendered the 


bank a holder for value within the 
meaning of the statute. 

“The words of the statute (Uniform 
Negotiable Instruments Act) are clear, 
providing that an accommodation 
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party is liable on a note to the holder 
for value. The consideration realized 
by the accommodation parties to the 
original note was that moving to the 
cashier, the person accommodated, 
and is of the same effect as if it had 
moved directly to the accommodation 
parties themselves. 

“The conclusion is inescapable that 
as to the original note the bank, when 
it relinquished its rights against the 
cashier, became a holder for value, 
that such relinquishment constituted 
sufficient consideration for the original 
note and that such consideration was 
realized by the accommodation parties 
to the original note. 

“It is a general principle that a 
transaction may be voided on account 
of duress and wrongful pressure. The 
issue as to whether any threats of 
criminal prosecution had been made 
against the cashier was submitted to 
the jury, who found that duress had 
not been applied to him.” 

Judgment on the note in favor of 
the bank. (40 Southeastern Reporter, 
Second Series, 822.) 
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Cashier’s Misrepresentations 


The liability of a national bank for 
alleged misrepresentations by its cash- 
ier was recently the subject of a care- 
fully reasoned opinion by the United 
States Circuit Court of Appeals for 
the Second Circuit. 

A construction company applied to 
a bonding company for a bond guaran- 
teeing its performance of certain con- 
tracts it was about to undertake. As 
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part of its application the construction 
company submitted to the bonding 
company a financial statement pur- 
porting to show, among other assets, 
a cash balance of $53,000 on deposit 
with a national bank in Connecticut. 
The bonding company queried the 
bank and was informed in letters from 
the bank’s cashier that the construc- 
tion company had for the past two 
months been maintaining balances of 
approximately $53,000 and had been 
granted a credit line by the bank of 
$150,000. Actually, the construction 
company had never been a customer 
of the bank, either as depositor or 
borrower. The cashier owned a sub- 
stantial number of sliares of preferred 
stock in the construction company. 

The bonding company executed the 
desired performance bonds for the 
construction company, which failed to 
complete the bonded contracts. There- 
upon the bonding company was obliged 
to complete the contracts at a heavy 
loss. The bonding company then sued 
the bank to recover its losses, which 
it alleged arose out of its reliance upon 
the misrepresentations of the bank’s 
cashier. 

The trial court held that the bank 
was not liable and gave judgment 
accordingly. The bonding company 
then appealed. 

“The trial judge,” said the appeal 
court, “held that the cashier, when 
answering the inquiries addressed to 
the bank, was acting within the appar- 
ent scope of his authority and the 
bank would be liable for the cashier’s 
misrepresentations if such misrepre- 
sentations were the proximate cause of 
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Construction costs are rising. Many an owner 
of property is faced with the danger of finding 
himself under-insured should he suffer a loss. 
Now is the time to check the amount of insur- 
ance you carry and to determine ‘if it is in line 
with today’s building costs. 
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the losses suffered by the bonding 
company. In such circumstances the 
ignorance of the principal and the fact 
that the agent (the cashier) is engaged 
in a fraud either upon his principal 
(the bank) or a third party will not 
avoid liability. 

“It can make no difference whether 
the information is about the credit 
status with the bank of one who is 
actually a customer or of one who is 
represented to be a customer. The 
person to whom the representation is 
made may not know whether it is true 
and yet will be justified in relying on 
statements by a bank official to whom 
inquiries as to the subject-matter are 
ordinarily addressed. While the con- 
struction company was represented to 
be a customer of the bank when it was 
not one, that fact, for the reasons we 
have given, can make no difference in 
the liability of the bank to third 
parties who are misled to their in- 
jury.” 

However, while conceding that the 
cashier was acting within the scope of 
his authority as an officer of the bank 
when he made the misrepresentations, 
the appeal court adopted the view of 
the trial judge that the bonding com- 
pany’s loss was not attributable to the 
misrepresentations and hence that the 
bank was not liable. 

“By the misrepresentations,” the 
court continued, “‘the bonding com- 
pany was induced to assume a position 
of liability of somewhat greater hazard, 
obviously, than would have attached 
to its position if at the time the bond- 
ing company in fact had had a cash 
deposit of $53,000 and enjoyed a- 
substantial line of credit, as repre- 
sented. 

*“‘But there is no evidence to connect 
the fraud, or indeed the increased 
hazard of the bonding company’s posi- 
tion, with the payments it had to make 
seven months later to complete the 
defaulted contracts. Even if the con- 
struction company had had cash and 
credit at the time the cashier so 
represented, it does not follow that 
the cash and credit would have been 
available some seven months later to 
indemnify the bonding company. If 
the bank had actually furnished a line 
of credit to the construction company 
of $150,000, we cannot see that the 
bonding company would have suffered 
a smaller loss than it has done. What- 
ever addition there would have been 
to the assets of the construction com- 
pany from such a credit would neces- 
sarily have been offset by a debit of 
equal amount. 

““We agree with the trial judge that 
the attribution of the bonding com- 
pany’s losses to the absence of the 
deposit in the bank rests upon too 
slender a foundation to justify our 
holding the bank liable.” (158 Federal 
Reporter, Second Series, 422. 
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STARTS NEW CUSTOMERS 
COMING YOUR WAY 





The Bank and Agent Auto Plan offers your 


bank numerous advantages. It starts many 
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Your local insurance agents are continually 
calling on people who are sound prospects for 


automobile loans. As a rule, they are soliciting 








Yy 


only the better type risks. By co-operating 
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with them under this plan, you will gain 
worthwhile support in building a substantially 


increased volume of profitable loan business. 
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If you are not already co-operating, investi- 


gate the Bank and Agent Auto Plan now. 
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It can put you in a better position to get your 
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share of the rapidly increasing automobile 


finance business. 
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Information and help in getting the plan 


started are readily available through your 


local Aetna Agent. 
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(CONTINUED FROM PAGE 21) 


first half of 1946 brought across-the- 
board wage scale raises of 6 per cent 
to 23 per cent from a long list of big 
banks. Member banks in New York 
averaged 20 per cent increase. The 
full cumulative impact of these boosts 
will not be felt until 1947, the first full 
year they will be in effect. 

The country-wide rise in clerical and 
other non-officer compensation last 
year is estimated by Mr. Driscoll as 





THE BURROUGHS CLEARING HOUSE—April, 1947 


averaging about 20 per cent. He 
points out that job evaluation studies 
are being made by many New York 
City savings banks, and that such 
studies almost invariably lead to a 
good many pay boosts to bring salaries 
in line with the findings. 

Occupancy costs—that is, the cost 
of occupying and using quarters and 
equipment—are another sure source 
of added expense, he foresees. Rented 
space is bound to go up. Any new 
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Just as though YOUR bank advertised 


When you handle American Express Travelers Cheques 
you have the biggest advertising campaign in the trav- 
elers cheque business working for you. 
Such tremendously popular magazines as, The Saturday Evening 
Post, Collier’s, Time, American, National Geographic and Holiday, 
carry 152,248,552 American Express Travelers Cheques sales mes- 
sages to travelers and potential travelers throughout the year. Many 
of these readers live in your community—are your own depositors. 
With the vacation season so close, you can take advantage of this 
advertising by identifying your bank with this tremendous volume 
of sales-making advertising by tieing in your bank locally with 
newspaper advertising. Write W. H. Stetser, Vice President, American 
Express Company, 65 Broadway, for folder illustrating American 
Express Traveler Cheque advertising newspaper mats that are avail- 
able to your bank. Or, for any literature, counter cards, or blotters 
that are available to help you capitalize this huge, business provok- 
ing American Express Travelers Cheques campaign. 


AMERICAN EXPRESS 


Travelers Cheques 





RISING BANK COSTS 


buildings will cost far more to erect. 
Even bank-owned buildings already 
in existence will reflect the general 
trend to higher wages, higher prices of 
supplies, materials, and services — 
proportionately more acutely in build- 
ings solely occupied by the owner 
banks. 

Mr. Driscoll recalls that a talk made 
in 1935 by the late General Leonard 
Ayres, famous economist and vice- 
president of the Cleveland Trust 
Company, at the first session of the 
Rutgers Graduate School of Banking 
is specifically applicable to the present 
situation. Summing up the economic 
situation, General Ayres pointed out 
that fiscal policies of the Federal 
Government then in effect must lead 
to eventual inflation. When cost 
levels should consequently become 
inflated, he prophesied, that bank 
would be in the best shape which had 
already forearmed itself in two re- 
spects against a period of sharply ris- 
ing prices: (1) Service charges of all 


_ types, which could be increased as 


needed to meet operating costs; and, 
(2) Mechanized operating, because in 
the long run mechanization must be 
less expensive than salaries for per- 
forming work in such a period. 
Typifying the extent to which banks 
are currently mechanizing their oper- 
ations is the acquisition by The First 
National Bank, Madison, Wisconsin, 
of a new automatic folding machine 
for the bookkeeping department. This 
machine is used primarily in connection 
with the folding of checking account 
statements, and makes for a faster 
operation as well as a more accurate 
folding job. At the present time the 
bank is folding about 880 personal 
checking account statements every 
other day, and the total number of 
monthly statements for all types of 
checking accounts is approximately 
18,000. Actually, with its automatic 
feed, the machine can fold about 
12,000 sheets per hour, and can be 
adapted to any size or type of fold. 
Thus it is contemplated that the 
equipment will be used for other pur- 
poses, such as promotional mailings. 


HE National Association of Bank 

Auditors & Comptrollers has a special 
stake in bank operating costs because 
its membership is so directly concerned 
with operations. The association has 
working in this field a Research Com- 
mittee of which the chairman is 
Harold E. Randall, vice-president of 
the First National Bank of Boston 
and the secretary is Alvin J. Vogel of 
the headquarters staff. A subcom- 
mittee of this group, consulting with 
Professor Gibson of the University of 
Wisconsin, is producing a cost manual 





THE BURROUGHS CLEARING HOUSE—April, 1947 \ 


for bankers who wish to make careful 
cost analysis determinations. 

Conversation among the comptrol- 
lers and auditors shows growing con- 
cern about operating costs. The 
comptroller of a good-sized bank refers 
to rising costs and shrinking gross 
earnings as the pair of rollers between 
which his institution is being squeezed. 

In one Reserve City bank where this 
problem is keenly recognized, there 
have been across-the-board salary 
raises as well as many individual in- 
creases for equalization resulting from 
a thorough job analysis overhaul. 
Occupancy expense—space in the 
bank’s own building, which could 
otherwise yield a rental income —has 
increased as building operation and 
maintenance costs go up. Stationery 
and printing have soared from the 
upward pressure of paper costs and 
sharply higher wages in the printing 
trades. Already evident is a trend 
toward greater costs for soliciting new 
business and servicing old customers; 
a post-war split-up of the bank’s loan- 
ing organization into double the num- 
ber of previous divisions is already 
showing signs of also doubling the 
loaning personnel, since each division 
head vice-president discloses ambitions 
—and backs these up with cogent 
reasons —for as many activities and as 
much staff in his division as any pre- 
war division had. 


THs bank is going over each of its 

operating departments with a fine 
tooth comb in search of places where 
-machines can be substituted for man- 
ual operations. It has expanded the 
operations of what formerly was its 
duplicator department by adding a 
small job press plus several machines 
which short cut the typesetting oper- 
ation or substitute simpler processes 
of graphic reproduction for letterpress 
printing on those bank forms which 
need only be used internally. 

By moving a number of depart- 
ments that have no need for high rent 
downtown space into a loft building 
on the outskirts of the business dis- 
trict, thus exchanging costs of $4 per 
sq. ft. for costs of 65-70¢ per sq. ft., 
the bank has freed for rental to cash 
tenants several suites of high priced 
upper floor space. 

As for the loaning divisions and 
their expansive ambitions, the best 
current guess is that their plans will 
be examined under high-powered lenses 
to keep them from swelling beyond the 
actual needs. But there is little doubt 
that they will be enlarged. 

The business-building approach to 
the problem of operating costs is 
stressed by Melvin C. Miller, deputy 
manager of the A. B. A. and secretary 
of its Bank Management Commission. 
He sees this as the method likely to 
yield the requisite results. 
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What; have these things in common 7 






While checks are going between banks 
for clearance, they’re money that’s 
“out of circulation’’. To ‘‘unfreeze’”’ 
these funds quickly, banks ship checks 
regularly by Air Express. Speed pays! 





M-m-m, vine ripened fruit! Only 
sveed of delivery makes such things 
possible. So these delicacies are flown 
to you by Air Express. Speed pays! 









In the delivery of automo- 
bilereplacement parts, manu- 
facturers, fleet operators, and 
dealers specify Air Express 
regularly. Speed pays! 


“ 





. <= 
Speed pays in your business, too! 


In your business, speed in delivery of shipment is essential. Air Express 
can serve you best. Planes are bigger and faster today, and there are 
more in service. Coast-to-coast overnight delivery of your shipment is 
now routine! Rates are low. For instance, a 19-lb. package going 1749 
miles costs only $9.92. Heavier weights—any distance—similarly in- 
expensive. Investigate! 

eSpecial pick-up and delivery at no extra cost. 

e Direct by air to and from principal U. S. towns and cities. 
eAir-rail between 23,000 off-airline communities. 

e Direct air service to and from scores of foreign countries. 









GETS THERE FIRST 





Write today for Schedule of Domestic 
and International Rates. Address Air 
Express Division, won 4 Express 
Agency, 230 Park Ave., New York 17.Or 
oak at any Airline or Railway Express 
office. Air Express Division, Railway 
Express Agency, representing the Air- 
lines of the United States. 
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Every letter carries a message be- 
yond what its words convey. The letter- 
head design and the paper upon which 
the sender's thoughts are carried both 
express by appearance the character of 
the sender. Perfection of one of these — 
letterhead paper—has been Fox River's 
business for 64 years. Anniversary Bond 
of 100% cotton fibre is Fox RIver’s 
“letter-perfect’” paper. Strength, crisp- 
mess and crackle are its qualities that 
enhance your written words. Ask your 
printer why cotton fibre content paper is 
the finest. Fox River's grades of 100, 
75, 50 and 25% cotton fibre papers 
meet. every business need. Fox RIVER 
PAPER CORPORATION, 419-D South 
Appleton Street, Appleton, Wisconsin. 
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see all three! 
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| development of the business. 
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Banks need an aggressive policy of 
merchandising those bank services 
which prodyce revenue, says Mr. 
Miller. Armchair banking —waiting 
for the business to come in —will have 
to give place to a policy of going out 
after business. He cites a suburban 
bank which doubled its deposit totals 
in two years and made even more 
spectacular increases in its net earn- 
ings by applying to its problem of 
business-getting the type of initiative 
and ingenuity which many lines of 
business take for granted. 

Another bank, in a small city in the 
heart of a Western cattle-raising terri- 
tory, draws business from cattlemen 
who live hundreds ‘of miles away — 
because the banker is a real expert in 
the cattle industry’s problems. Still 
another banker revived retail business 
in his town by actively urging mer- 
chants to build modern store fronts 
on their establishments; he loaned 
them the money to do the remodeling, 
and has profited ever since from their 
increased volume. 

Broadening the types of service is 
another part of Mr. Miller’s proposed 
treatment for rising costs. Many 
banks are pushing business out the door 
because they needlessly limit their 
activities. If a demand exists —or can 
be created —for a service which falls 
legitimately in the field of banking 
and which will pay, then it is good 
management for the bank to add this 
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(CONTINUED FROM PAGE 28) 


“Our service does not consist merely 
of receiving your orders and effecting 
the payments. We realize that in most 
banks officers supervising foreign re- 
mittances have many other duties and 
cannot devote sufficient time to the 
The 
tellers are as a rule not trained in the 
promotion of new business, and we 


| therefore make every effort to assist 


banks in the development of remit- 
tances. We suggest solicitation meth- 
ods; furnish advertising copy, posters, 
circulars, etc. 

“We realize that the remitters of 


| benevolent payments to foreign coun- 


tries are not familiar with the intrica- 
cies of this business. Their transac- 
tions with you are based upon confi- 
dence in your bank, and we have made 


| every effort to safeguard the interests 


| of your customers. 


We deal only with 
reliable foreign banks that have had 
experience in handling these transac- 
tions. Orders are dispatched promptly 


| and the banks abroad are requested to 
| effect the payments with the least 


possible delay. The best available 
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service and actively sell it. 

Tradition holds back many a bank, 
the Bank Management Commission’s 
investigations reveal. Sharp shifts 
away from traditional bank appear- 
ance have helped to swell bank earn- 
ings: elimination of grilles and other 
fixtures that look inhospitable; lower- 
ing bank ceilings to produce a more 
cozy atmosphere; changing teller signs 
from the conventional names which 
most laymen do not understand, 
substituting such ° straightforward 
phrasing as “Make Deposits Here”’ 
and “Cash Checks Here.” 

It has been proved repeatedly in the 
Bank Management Commission’s ac- 
tivities that few well-managed banks 
offer opportunities for major operating 
savings. Instead, a considerable num- 
ber of small improvements can be 
made in practically any bank’s oper- 
ations, and the cumulative effect of 
these small changes is really significant. 

Hardly a bank has ever been checked 
over by an outside expert without dis- 
closing a few needless operations. 
Places where jobs can be mechanized 
exist in practically every institution. 
Simplifying forms frequently offers 
opportunities to increase efficiency — 
the commission is currently revising 
its 1941 edition of “Simplified Forms 
and Procedures,” to assist small banks 
to work out in detail the methods to 


make all essential records with a 
minimum of effort. 

oe ° 

methods are used. By _ remitting 


benevolent payments in dollars, we 
minimize the risk of foreign exchange 
fluctuation since the orders are paid in 
local currency at the official rate pre- 
vailing at the time of payment; if the 
order is not effected the dollars are 
returned promptly.” 


HE same approach and the same 

simple forms and methods are used 
by us in commercial transactions. It is 
not necessary for banks to maintain 
an account with us to use our foreign 
facilities. 

While we supply our correspondents 
with facilities for the issuance of drafts 
on foreign banks, we discourage this 
type of transmission when benevolent 
payments are involved. It is much 
easier for the beneficiary to receive a 
payment through the post office than 
to receive a check drawn on a bank 
where he must appear and identify 
himself to collect the proceeds. For 
many people in foreign countries the 
negotiation of a draft is an involved 
matter. It sometimes requires travel- 
ing to another town. We recommend 
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drafts only for commercial transac- 
tions. Our correspondents are sup- 
plied with rate cards quoting the values 
of foreign moneys for payments ex- 
‘pressed in foreign exchange. These 
rates are firm and good until canceled. 

Many industrial establishments need 
imported materials for their produc- 
tion. Many wholesalers, department 
stores and individuals import goods 
from other countries. Banks are called 
upon to arrange for payment through 
the medium of Letters of Credit or by 
transmitting funds abroad. These 
transactions are as a rule made in 
U.S. dollars although in some cases the 
currency of the seller’s country is 
used. When a direct transfer of funds 
is required the transaction is simple. 
Our remittance facilities are used for 
this purpose and the money is for- 
warded either by mail, cable or by 
draft. A Letter of Gredit arrangement 
is somewhat more involved than the 
straight transfer of funds. We have, 
however, simplified the procedure. 

Banks using our services are sup- 
plied with Letter of Credit application 
forms on which solely their name 
appears, as we feel that any bank 
asking its customer to sign an agree- 
ment should do it under its own name 
and on its own stationery. We ask 
our correspondents to incorporate in 
the Letter of Credit application as few 
details as possible, merely describe the 
merchandise in general terms, give the 
place of shipment and place of destina- 
tion, enumerate the documents re- 
quired —as a rule, a bill of lading, a 
consular invoice and commercial in- 
voice. No one needs to be a foreign 
trade specialist to obtain this infor- 
mation. 


‘THE application is forwarded to us 
and the mechanics of the transaction 
are put into operation. A bank in the 
seller’s country will advise him of the 
establishment of the credit and pay 
when the shipment is made and the 
required documents presented. The 
documents are forwarded to us and 
we in turn deliver the documents to 
our correspondent. The details of 
making customs entry and transporting 
the shipment from the seaport to the 
inland destination are handled by the 
importer’s freight forwarder. 

The extension of credit to the im- 
porter is entirely at the discretion of 
the country bank. It is handled in the 
same manner as the extension of credit 
in a domestic transaction. When 
readily marketable and stable goods 
are imported the underlying merchan- 
dise may serve as security. Of course, 
the seller’s integrity must be ascer- 
tained because banks paying under 
Letters of Credit do not assume 
responsibility for the quality or the 
quantity of the merchandise. Credit 
information is essential with regard to 


the moral and financial standing of 
foreign shippers. 

When purchases abroad are made in 
foreign currency, we arrange for the 
purchase of the currency either in 
advance so as to protect the importer 
against possible fluctuation or at the 
time the documents are presented for 
payment. The country banker does 
not need a foreign exchange expert to 
handle these transactions. He noti- 
fies us at the time the Letter of Credit 
application is transmitted whether the 
exchange is to be purchased immedi- 
ately or when payment is made. 
Advance purchases of exchange are 
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seldom made now because foreign 
exchange fluctuation has been greatly 
minimized. The exchange rates for 
commercial transactions are controlled 
by most foreign governments and 
stable exchange rates may be expected 
through the operation of the Interna- 
tional Monetary Fund. 

Export Letters of Credit are as a 
rule established by foreign banks 
through their American correspondents 
in large cities with whom they main- 
tain accounts. The American bank 
advises the shipper of the establish- 
ment of the credit by sending him a 
credit instrument which enumerates 
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Industrial’s correspondent representatives, backed 
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the documents that must be attached 
to the draft and gives the date when the 
credit expires. The inland bank can 
negotiate its customer’s draft and 
documents or send it for collection to 
the domestic bank that advised the 
credit. It is, of course, necessary to 
make certain that each document 
stipulated in the credit is presented. 
When negotiating documents under 
Export Letters of Credit the inland 
bank should remember that unless the 
Letter of Credit is confirmed by an 
American bank, final payment must 
be obtained from the foreign bank. 
Consequently the credit standing and 
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responsibility of the foreign bank 
must be taken into consideration. If 
the inland bank does not care to 
assume the risk the draft and docu- 
ments can be forwarded to the advising 
bank for collection. 

Many shipments are made against 
drafts drawn by the shipper on the 
buyer. The shipping documents at- 
tached to the draft are delivered to the 
foreign buyer only against payment. 
Inland banks are supplied by us with 
collection forms upon which their cus- 
tomers indicate how the transaction is 
to be handled, whether the draft is to 
be presented upon receipt or when the 
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goods arrive, who is to pay the collec- 
tion expenses, whether the draft is to 
be protested for non-payment and 


whether the collected funds are to be, 


transmitted by cable, air mail or mail, 
etc. Here again the inland bank 
merely sends us the collection form 
together with the documents and we do 
the rest. We forward the collection 
abroad, obtain payment and remit the 
funds to the inland bank. In case of 
difficulty, that is, when the buyer 
declines to pay or makes claims, we 
assist the seller through our foreign 
correspondents. 

Inland banks are called upon to 
render other services. Their customer 
may be the beneficiary of an inherit- 
ance in a foreign country, he may want 
to buy or sell property abroad or he 
may want to pay insurance premiums. 
He may have foreign securities and 
receive dividends. All these transac- 
tions may be arranged in a simple and 
expeditious manner. 

When a country bank decides to 
install foreign facilities we invite the 
designated officer or teller to visit our 
foreign department and become ac- 
quainted with the basic principles of 
the business. They usually find that 
it is not difficult to learn the elemen- 
tary aspects of foreign banking. The 
initial transactions naturally seem in- 
volved but after a while the business 
operates smoothly and efficiently. To 
keep inland banks posted on foreign 
trade procedure we publish a monthly 
Foreign Trade Bulletin. It is a work- 
ing guide providing the latest available 
information country by country. 

Foreign banking is a desirable busi- 
ness. It nets a profit and is an impor- 
tant factor in obtaining new business 
and retaining old accounts. Persons 
requiring these services will, of course, 
maintain their accounts with banks 
that have such facilities. Interna- 
tional trade is no longer concentrated 
in financial centers. It is distributed 
throughout the country. The banker 
on Main Street has an opportunity to 
participate in this important trade. 
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FARM FIELD 
MEN 


(CONTINUED FROM PAGE 23) 


bank’s turkey preduction loan pro- 
gram. He was sent to Albany, center 
of the Willamette valley turkey grow- 
ing industry, and he traveled over the 
state from this headquarters. Mr. 
Morse has an extensive background in 
the feed business, and a practical knowl- 
edge of turkey growing, hatching and 
marketing which has proved of tremen- 
dous value to the bank. He is pictured 
on page 23, talking with a grower and 
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breeder who has built up an enviable 
retail business in smoked turkeys. 
Mr. Morse’s views on flock manage- 
ment include some musts which are 
worthy of comment. First, he in- 
structs the bank-financed growers on 
proper feeding of young poults. Next 
he presents a list of sanitation meas- 
ures. Control of disease in the flock 
is stressed. Brooder house manage- 
ment is no more important, Mr. Morse 
sets out, than range management. 
Proper watering facilities, and good 
soil with proper drainage, he tells the 
turkey growers, are needed if the 
flock is to thrive. Mr. Morse circu- 
lates among the breeders, the hatchery- 
men and the buyers, as well as the 
growers, and keeps in close touch with 
feed mill representatives. 

These two men in a few short 
months proved to Messrs. MacNaugh- 
ton and Stephenson that they were on 
the right track regarding service to 
farm customers. So, toward the close 
of 1945 another field representative 
was employed in the person of J. E. 
Blinkhorn, who has a background of 
teaching experience. Assigned to the 
Oregon City branch near Portland, his 
territory includes a rich dairying and 
berry growing area. Illustrating his 
“in the field’”’ calls is the view of Mr. 
Blinkhorn congratulating a farmer on 
his grass seed crop, consisting of fescue 
in combination with subterranean 
clover to aid in rebuilding worn out soil. 
This field man has assisted the local 
farmers in setting up berry production 
programs; growing beef cattle in con- 
nection with a grass seed crops, allow- 
ing the cattle to graze in the grass 
fields before and after the seed harvest: 
instructing the farm operators of 
Clackamas County in proper handling 
of their farm wood lots (1 billion board 
feet of saw timber are standing on the 
farms of Clackamas County); and 
establishing in the minds of the farm- 
ers the realization that they comprise 
a group of qualified bank borrowers. 


FARLY in 1946, the bank hired Fred 

Joehnke, an Oregon State College 
graduate who took graduate work in 
agriculture at the University of Illinois. 
Attached to the Hillsboro branch and 
working with an affiliate, the First 
National Bank of Forest Grove, he 
serves the rich Washington County 
farming area. Mr. Joehnke has been 
particularly active in sponsoring the 
soil conservation practices advised and 
outlined by the Federal Government 
agencies. Mr. Joehnke meets his 
farmers at grange halls, churches, or 
just rolls into the barnyards and says 
“hello.” He is willing to give his 
opinion in a quick appraisal of a farm 
property for the farmer, even though 
the farmer is not asking for a loan from 
the bank. Advice in agricultural 
technique is given if requested, al- 


though Mr. Joehnke never trespasses 
on the territory of the county agent. 
An accompanying view shows him 
discussing an open ditch drainage 
program with a local farmer who is 
putting into production an area which 
will yield excellent returns when the 
excess moisture is under control. 

In August of last year, two other 
capable men were added to the staff. 
R. E. Day, a school principal with a 
background of agricultural instruc- 
tion, was assigned to the Central 
Willamette valley region. An interest- 
ing view on page 22 depicts him check- 
ing the progress of the first dairy calf 
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produced by artificial insemination in 
one of the local counties. Mr. Day has 
already aided in the production sched- 
ules of general farm operators through- 
out his district. Very frequently the 
smaller farmers depend on neighbor- 
hood gossip for deciding what is best 
to plant. They are glad to talk to an 
informed adviser, who will present a 
studied view of the marketing outlook. 
Day’s youthful enthusiasm is particu- 
larly valuable in attracting 4-H club 
members, in which his district abounds. 
It is very important that the farm 
boys and girls be introduced to the 
benefits of bank credit. 
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WITH MODERN MeTHODS 
The modern farmer is a factory owner and operator. 
He serves in the dual capacity of management and 
labor. Planning the production and equipping his 
factory with the most effective “‘machine tools” are 
but a part of his work. As a skilled craftsman, he 
will use those tools to achieve maximum produc- 
tion with the most economical use of his raw 
materials—and the most important raw material 
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to the farmer is the fertility of the soil. 
Modern Methods of farming demand modern ‘“‘machine tools” 


that are versatile, dependable, and economical in operation 
and upkeep—TooLs that represent a sound investment for 
management and maximum effectiveness in the hands of 


skilled labor. 


More and more farmers are equippin 
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RUSH F YOR GLASS FRASER 


The ever-increasing popularity of the 
Rush-FybRglass-Eraser points to the 
demand for greater efficiency in office 
routine. Rush-Eraser solves the prob- 
lem of correcting Fluid Duplicator 
Masters. And— 





It’s easier to use because it’s made 
to fit the hand. 


Residue does not Gum Up mecha- 
nism of the typewriter. 


Standard for Multilith, Duplimat, | 
and Systemat Masters. | 


The handsome plastic holder is | 
guaranteed forever. Propels . . . re- 


| 
pels. Use with satisfaction, or we | 
will refund the purchase price. | 


RUSH-FybRglass-ERASER - - 50c 
Pkg. of 2 FybRglass REFILLS - 25c 
See your stationer first. If he can- 


not supply you, send us his name 
with your order. 





Reloads in 15 seconds with long- 
lasting FybRglass REFILLS. 


THE ERASER CO., INC. 


Syracuse 2, N. Y. 
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A. H. Moorhouse, a commercial 
poultry operator at Salem, was as- 
signed to the expanding turkey produc- 
tion loan division. He is pictured with 
a hatcheryman and a turkey grower 
and breeder, upon whom he has called 
to discuss their 1947 programs. In 
general, he is counseling the local 
growers to take it easy in their current 
operations. The price slump which hit 
the turkey market at holiday time 
last year has carried through the 
winter, and only the best managers 
are advised to undertake growing 
programs in 1947. 

Our latest addition to the farm 
representative staff is L. E. Francis, a 
successful dairy operator, who works 
out of two branches and an affiliated 
bank located in a lush pasture area. In 


| an accompanying view, Mr. Francis 


has joined a Guernsey breeder in 
admiration of Wilsona Betty, a 12- 
year-old cow with a five-year average 
of 450 pounds of butterfat a year. 
To the local dairymen, Mr. Francis 
advises a program of informal under- 
standing with the bank. Mr. Francis 
is a very friendly individual and his 
infectious grin has won the hearts of 
friendly Tillamook County. The gap 
has not been wide between the bank 
and the prosperous dairy and: cheese 
industries, and with First National 
bank’s new ambassador in the field, 
bank credit is being used more and 
more. 

This is as far as our program has 
extended to date. Many other sec- 
tions of Oregon will yield “‘pay-dirt”’ 
in farm loan extensions, we are sure, 
when we are able to locate the right 
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men for the jobs. 

The agricultural field representatives 
work exclusively with the branch bank 
managers or affiliate bank officers in 
their territories, reporting rarely in 
person to Vice-president C. B. Stephen- 
son. This is in line with the bank’s 
policy of making branch managers 
responsible for their areas. So far; the 
relationship between field agents and 
branch managers has been a highly 
successful one. The field men, gener- 
ally, are young and have solved their 
residence problems by acquiring small 
farms in the communities where they 
are employed. 

As to results, the farm representa- 
tives have found that the Oregon 
farmer, generally, is receptive to the 
idea of diversification and he is quick 
to appreciate thoughtful advice on 
operations. Financial counsel, too, is 
likely to find receptive ears. 

One valuable by-produet of the 
program has been the obtaining of 
considerable favorable publicity. The 
bank representatives have unearthed 
many interesting farm success stories 
which newspapers are eager to print. 
Frequently, photographs illustrating 
such articles carry likenesses of First 
National farm agents. 

Most noteworthy, deposits have in- 
creased and farm loans have widened in 
the areas where these farm representa- 
tives are active. There is growing up 
in the State an impression, fed by 
word-of-mouth advertising, that the 
First National is a farmer’s bank. 

The program is paying off at the 


deposit window and at the loan. 


counter. 


ACCRUAL PLAN 


(CONTINUED FROM PAGE 25) 


equal installments, on which the dis- 
count is $6.00 which would be credited 
to the control for maturities due in 
12 months. Under our formula the 
loan earns 2/13 (s03) of $6.00 or $.92 
in the first month, leaving a balance of 
$5.08 to be accrued in the remaining 
term of the loan. In the second month 
the loan earns 2/12 (s<ia5) of $5.08 or 
$.85, leaving a balance of $4.23. In 
the third month it earns 2/11 (35) 
of $4.23, etc. 

The above fractions may be ex- 
pressed as decimals, as shown in the 
following table: 


Accrual Factors 


Months to Decimal Months to Decimal 


Maturity Equivalent Maturity Equivalent 
1 1.00000 10 0.18182 
2 0.66667 11 0.16667 
3 0.50000 12 0.15385 
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4 0.40000 13 0.14286 
D 0.33333 14 0.13333 
6 0.28571 15 0.12500 
7 0.25000 16 0.11765 
8 0.22222 17 0.11111 
9 0.20000 18 0.10526 


Note: Additional decimal equiva- 
lents for any number of months’ to 
maturity can be obtained from the 
formula ‘2 divided by (the number 
of months to maturity plus 1)”. 

If a loan is prepaid, rewritten or 
extended, we charge the monthly con- 
trol with all the unearned discount 
remaining in the control for that 
particular loan. Theoretically, this 
should be done regardless of whether 
all or only part of the loan’s unearned 
discount is rebated to the borrower. 
Any portion not rebated to the bor- 
rower should be credit to income. As 
a practical matter, when a balance 
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not- rebated is small it is ignored and 
only the rebate is charged to the 
monthly control. This eliminates many 
small income credits and does not 
materially affect average returns. There 
is an excellent set of tables for com- 
puting the discount earned, in FHA 
Bulletin 168 titled “Settlement of 
Claims Under Title I of the National 
Housing Act.” 

To illustrate diminishing balance 
accrual under our maturity control 
system, let us take the case of a 
$120.00 loan for 12 months at $5.00 
per hundred discount made in October, 
1946, and payable in 12 equal monthly 
installments of $10.50 each: 


April and the accrual will be 0.66667 
of the remaining balance in May. In 
May the total balance is accrued. 

As previously mentioned, another 
method of transferring discount to 
income utilizes the “level” accrual 
plan, whereby the current month’s 
accrual is computed in the same way 
as under the diminishing balance 
method except that a pro rata portion 
of each control is transferred to in- 
come. That is, the monthly accrual 
will be the entire balance in the control 
of all loans maturing within one 
month, ‘plus 4% the balance of un- 
earned discount in the control of all 
loans maturing in two months, plus 


Accrual (End of Month) Earning* 

Balance "ins, -Monthe _Portion,of Bangs in, Unearned standing 

Month Loan Discount Maturity Fraction Decimal Amount Balance 

Oct. 1946 $126.00 $6.00 12 2/13 0.15385 $.92 8.8% 
Nov. 1946 115.50 5.08 11 2/12 0.16667 85 8.8 
Dec. 1946 105.00 4.23 10 2/11 0.18182 .77 8.8 
Jan. 1947 94.50 3.46 9 2/10 0.20000 .60 8.8 


The rate of charge in this example 
is $5.00 per hundred which gives an 
actual return, for this rate only, of 
8.8 per cent on outstanding loan 
balances. For any given rate of 
charge per hundred, the rate of return 
on gross outstanding loan balances 
will be constant over the term of the 
loan. Therefore, when loans with the 
same maturity are combined, the rate 
of return is an average return on the 
outstanding loan balances. 

Computing the monthly accrual is 
a simple task under our maturity con- 
trol plan. With the unearned discount 
for all loans maturing in a certain 
month accumulated in one -control 
(treating the group as one loan), the 
monthly earnings factor is applied to 
the balance of this unearned discount 
control, and the resulting monthly 
accrual is the actual interest earnings 
on the outstanding loan balances in 
the one control. The sum of the 
accruals for all. the maturity controls 
is the total monthly accrual. 

This is illustrated by a hypothetical 
accrual for October, 1946: 


Balance of 

Loans Maturing Unearned 

During Discount 

Month of: Control 
October, 1946 $3,512.62 
November, 1946 4,625.12 
May, 1947 1,600.00 
September, 1947 3,600.00 


In operating this system each control 
card may be marked with the number 
of months to maturity from the cur- 
rent month, and as the accrual is 
figured each month this figure is then 
reduced by one. For example, the 
' maturity control for May, 1947, in the 
illustration above is the eighth from 
October, and 0.22222 of the balance in 
the May control is accrued. In April, 
May will be the second month from 


1/3 of the control of loans maturing 
in three months, etc. The fraction 
used is always “1 divided by the 
number of months to maturity.” 

The principal feature of the level 
method is that a substantial portion 
of income is deferred. Under this 
method, when a 12 months’ loan has 
run six months, 50 per cent of the 
discount has been accrued and 50 per 
cent remains in unearned discount. 
Under the diminishing balance accrual 
method, 73 per cent of the discount 
is accrued in the first six months and 
only 27 per cent remains as unearned 
discount. The level method thus has 
a lag in reporting income. This oper- 
ates to reduce income as new loans 
are made, and to extend income when 
new loans are declining. Reported 
income under the two methods tends 
to equalize when the volume of loans 
remains constant. 

The principal advantage of the 
diminishing balance accrual method is 
that income on installment loans more 
accurately reflects the operation of 
that department. When using this 


Portion Amount 
Months to accrue Accrued 
Maturity October October 
1 1.00000 $3,512.62 
2 0.66667 3,083.43 
8 0.22222 355.55 
12 0.15385 553.86 


method, a change in the proportion of 
loans carried at various discount rates 
will be reflected immediately in the 
rate of return on installment loans. 
Each bank should, of course, analyze 
its own requirements and the accrual 
method selected should be the one 
best suited to its own needs. The 
diminishing balance and the level 
accrual methods can be handled equally 
well under the maturity control system. 
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How to Cash Checks 
in Half the Time 


ee ee ee ee eee eee ee eee ee coe? 





New Proved System Improves 
Customer Service 


The Fas-Cash System is a proved method 
of cashing checks easier and faster. It 
cuts check-cashing time in half... 
doubles your check-cashing capacity. 


With the Fas-Cash System any of your 
tellers can cash a check in as little as 
five seconds—up to 400 checks an hour. 
And he never has to count and prove! 


Speeds Up Customer Service 


Your customers will appreciate - the 
faster, more efficient service the Fas- 
Cash System provides. Waiting lines 
move more than twice as fast. Lobbies 
are kept free from congestion. 


Remember, the Fas-Cash System was de- 
veloped by a banker to help assure better 
customer service. What it has done for 
other banks, it can do for yours. Send 
coupon today for complete information. 


FREE! 


Send coupon below 
for your free copy of 
illustrated folder. 
Explains how and 
why the Fas-Cash 
System will save you 
money. 












FAS-CASH SYSTEM, INCORPORATED 


1356 National Bank Bldg. 
Detroit 26, Michigan 


Yes . we want to improve customer service. 
Rush details about the Fas-Cash System, together 
with free illustrated folder. 
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In writing to advertisers please mention The Burroughs Clearing House 
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Only wpecialiged bank desiqners 
consistently command this kind of 


COMMENDATION... 


Winning acclaim for a single performance comes in the lifetime of many a designer. 


Gaining a reputation for consistently fine work in any specific field of architecture is another 


story... that comes only with the execution of hundreds of jobs in that field! 


There is no genius responsible for our success here at the Bank Building & Equipment 
Corporation of America. The skill we’ve acquired, the organization we've built, the consistent 
commendation we've received ... are the result of our long, specialized experience in 
working with the nation’s banks. We have completed a bank project every 10 days for 
over 35 years—have signed contracts with 225 banks since V-E day alone! Here, one 
organization plans, designs, engineers, builds... and follows your project through to 
successful completion. This results in the kind of quarters you as a banker want, the kind 


the public appreciates... the kind that consistently earn the highest commendation. 


“jt costs no more to build a bank today” 


...than during the *twenties when bank con- 
struction reached its all-time peak. The story 
lies in the difference of specifications for bank 
building then and now. Extensive use of costly 
materials, super-ornate decoration has been re- 
placed with functional designing and stream- 
lined decoration. Today’s materials and treat- 
ments are more practical, more attractive, more 
versatile. Today’s bank is actually a better bank 
++ -yet Costs no more! 


‘ 


PRES. 
BANK BUILDING & EQUIPMENT CORPORATION OF AMERICA 








AMERICA’S MOST EXPERIENCED BANK DESIGNERS... 


Printed in U.S America 4-47 FORM 4070 
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“Our old quarters, more than forty STUART WILSON, PREs. 


x THE STATE NATIONAL BANK OF TEXARKANA 
years old, originally accommodated 


TEXARKANA, ARKANSAS 


CAPITAL FUNDS: $1,168,000 RESOURCES: $26,250,000 


two banks. We consider your trans- 


formation of them into a single unit ay 


an engineering and architectural feat. be 


Your specialized ability is apparent Bawk Bui dimg awd 


in every detail of the finished job.” Equipment Corporation 


OF AMERICA 


NINTH & SIDNEY STS. ST. LOUIS 4, MO., U.S.A. 








THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 





This new synbol identifies the world’s best-known line of 


business machines. It is introduced as Burroughs’ long-range, 
far-reaching program of research and product development 
reaches full postwar tempo. Expect the finest in machines, 


in counsel and in service wherever you see this symbol. 


3 ps 
ie oe 


Burrou 


hs 





ADDING + CALCULATING - ACCOUNTING - BILLING AND STATISTICAL MACHINES 
CASH REGISTERS + NATIONWIDE MAINTENANCE SERVICE + MACHINE SUPPLIES 





